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A Barrow packed in a carton. Pro- 
tected from damage and dirt. Cheaply 
stored, handled and delivered. The 
complete Barrow is within the tray. 


SCIENTIFICALLY designed wheelbarrow of greater 

strength and more attractiveness. Designed for hone use 

it has the same capacity as other garden barrows. Its 
load is so balanced over the wheel, that with a 200 pound load, 
only 36 pounds comes on the handles. As suitable for operation 
by women, or even children, as it is by grown men. 


Equipped witha 
self-oiling wheel. 
Painted red 
and black and 
VYarnished. 
Weight 541% Ibs. 
Size over all 
23 inches wide, 
50 inches long, 


24 inches high, 
Mou deliver it in 
the carton 
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HARDWARE AGE 


TODAY THE DEMAND IS 
FOR LIGHTWEIGHT SAWS 


Seventy-five years ago, carpenters 
working on ships at Philadelphia 
came to Henry Disston. 

“Our saws are too wide for ship 
work. Make us a suitable saw,” they 
said. 

And Disston designed for them 
a lightweight saw with a narrow 
blade. He called it a “ship pattern” 
saw. 

These saws soon became popular 
and Disston has made them ever 
since for uses other than ship car- 
pentry. 

But now this type of saw is grow- 
ing rapidly in favor—in fact, it is 
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Disston D-23 Saw 





becoming the favorite of carpenters 
and other saw users. It is selling 
faster than ever before. 
Modern methods of building have 
made a lightweight model desirable. 
You can develop new saw busi- 
ness out of the present popularity 
of Disston Lightweight Saws. Put 
in a good stock and display them 
well in your windows and store. 
Hand one to carpenters when they 
come in, Let them examine it closely. 
Many carpenters do not know that 
they can get their favorite model, 
like the D-8, with a narrow blade. 
Show them and you'll sell them. 


SOME POPULAR 
DISSTON LIGHT- 
WEIGHT SAWS 
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Disston D-8 Ship Pattern Saw 


“WHY WE LIKE TO SELL 


DISSTON GOODS” 


“We certainly appreciate the co- 
operation Disston has been giving 
us in the past years,’ writes Mr. 
Philip Behrend, Herington, Kansas. 

“T have been selling Disston Saws 
ever since I stepped out of the class 
room into a hardware store in 1891. 

“We believe 
that if a hard- 
ware store 
will work up 
a reputation 
for carrying 
a consistent 
line of Diss- 
ton goods, it 
can be fig- 
ured as an 
asset to that 
business. 

“You may 
enroll us in 
your 25- Year 
Club. Noth- 
ing would SMe gales 
please us any > 4 
better than to 


PHILIP BEHREND 





Disston No. 12 Ship Pattern Saw 








DISSTON 25-YEAR CLUB 
PASSES 500 MARK 


Five hundred 
dealers who have 
sold Disston goods 





for a quarter cen- 
tury have enrolled 
in the Disston 25- 
year Club. 

B. A. Hand, Ot- 
tumwa, Iowa, a new 
member, says: “In 
1886 I started my 
hardware career. 
There have been 
many changes since 
but we've always 





B. A. HAND 




















sold Disston Saws. Ottumwa, lowa 


The Avenue of 
the Colonies at 
Philadelphia's 
Sesqui- 
Centennial 
Celebraticn. 





have our 

store a real Herington, Kansas 

Disst S —a 25-Year Club member’ 
ISS on aw with a record of 35 years 

store. selling Disston goods. | 
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GOOD PROFITS SELLING 
OTHER TYPES OF SAWS 


Not only hand 
hack saws, 


Sell more saws! 
saws, but back saws, 
compass saws, etc. 

You can make many a sale of 
these saws just by taking a moment 
to show them and explain their uses. 

The average man does not know 
what a back saw is for. So do this: 

Next time a householder comes 
in hand him a Disston No. 4 Back 
Saw. While he is looking it over 
tell him this: 





“You need just such a saw around 
home. The fine teeth and the stiff 
back enable you to do smooth, even 
cutting that is so necessary on small, 
accurate work. You need it for cut- 
ting curtain poles, shade rollers; cut- 
ting corners on picture frames; saw- 
ing mitres; making small flower 
boxes and trellises; cutting grooves 
in uprights to receive shelving, true- 
ing up legs on chairs or tables, and 
cutting close work where space 
won’t admit a hand saw and for 
many another job.” 

Do the same with a compass saw. 
Explain that he needs it for cutting 
curves or holes in wood. For mak- 
ing a pair of fancy brackets for a 
shelf, a set of round-cornered book 
shelves, a curved-top taboret. And 
its other uses are many. 








By pointing out the many needs 
he has for these saws you create 
a desire for them that leads to sales. 





Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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Lukewarm Salesmen Will Never 


Wear Out Your Cash Register 


ROTHER, don’t let anyone tell you otherwise, it’s Enthusiasm 
that makes the wheels go ’round. 


Give the men who do the selling in your store something they can 
get enthusiastic about and watch them sell it. 


Have you ever noticed how much you like to sell certain articles and 
what an unusual amount of pep and smoke you can put into your 
work? That’s Enthusiasm. That sells merchandise. 


No matter how hard he tries, a salesman can’t work up any more 
Enthusiasm over some articles than a Chinaman can over a knife and 
fork. 


On the other hand many items have that “certain something”— 
that spark that makes them easy to sell. In the movies they call it 
S.A.—Sex Appeal. 


In the Hardware Store Empire Levels have whatever it takes, or 
whatever you want to call it, that makes Enthusiasm and gets the 
business. 


Empire Levels are different, they have exclusive features, they are 
built right and they SHOW IT. 


If you want to see why Empire Levels are outselling any other 
Levels on the market watch the expression on your customer’s face 
when he takes hold of a bright new Empire Aluminum Level. And 
watch the pride in your salesman’s eye when he hands it to him. Get 
the wrapping paper ready. 


Empire Levels are selling because they are easy to sell. 


EMPIRE LEVEL MFG. CO. 
Milwaukee, Wis. 
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“WE PLAN to have an Eveready 
Columbia window display at least 
once a month,” says the George E. 
McShane Company, South Bos- 
ton, Mass. “We have always found 
the line an extremely profitable 
one for us to sell. As a matter of 
fact, we do not have to talk Ever- 
eady Columbia Dry Batteries—it 
is a case of the public demanding 
them. We might add that since 
we started in the electrical busi- 
ness in 1908 we have used Ever- 
eady Columbias exclusively, both 


“The public demands Eveready Columbias’ 


in our contracting work and with 
our counter trade. From time to 
time we have tested other makes, 
but have found nothing to equal 
Eveready Columbias.” 


Unless you handle Eveready 
Columbia Dry Batteries, you are 
missing your share of the most 
profitable battery business in 
America. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 
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EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 











ne Cie re 
Shee) Ee 
th ul eR 


October 14, 1926 


HARDWARE AGE 5 








ANNOUNCIN G 
NEW No. 16054 
HIDDIE HAR STROLLER 
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CONVERTIBLE LIFTING 


SNAP-LOCK 
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HITE 
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RUBBER 
BUMPERS \ 
FRONT AND \ \ 
REAR GUARANTEED |. SATISFIES 
~ SERVICE y 








New No. 1654 is the same as the outstandingly successful No. 1653 with the following 
additional features: 
Adjustable to increased height when converted into a play car under the famous 
KIDDIE KAR mark. 
Lifting snap lock handle for crossing curbs gently. 
New front caster wheel connections. Cannot come loose. 
[t is furnished in optional colors—red and blue. 
The list price of this superlative new vehicle is $6.50. 
No. 1654 is going to show immediate volume. It will pay you to be the first to show it. 


H. C. WHITE COMPANY, North Bennington, Vt., U. S. A. 
New York Sales Office: Fifth Avenue Building 


Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White’s Koaster, Kiddie Tender, Kiddie Kar Stroller 
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He knows 





The man who uses tools every 
day is mighty careful to look 
for ‘‘D. Maydole’’ on the head 
of every hammer he buys. 
He knows that Maydole 
hammers are the finest that 
three generations of special- 
ization can produce; no ‘‘trick’’ features or fancy handles, 
but heads of press-forged steel and handles of clear, 
second-growth, air-dried hickory, put on ‘‘for keeps’’—real 


Your customers look for hammers. 

the famous “D. Maydole™ 

stamped on the head of Experienced tool users are your best customers. When they 

every genuine Maydole ask for Maydoles, and nine out of ten of them will, have 
Nail Hammer you a complete assortment to offer them? 


Ripping Hammer 
Machinist’s Ball Pein Your jobber can supply you promptly. Write us for Catalog 


Hammer and for useful Pocket Handbook 23 ‘‘C.”’ 


Automobile Hammer 
Tinner’s Hammer 


Brad Hammer Bar YOUR HAMMER. SINCE 


Farrier’s Hammer Al ty of 


He ammers 


Riveting Hammer 
The David Maydole Hammer Co.,Norwich,NY. 


Patternmaker’s 
239 


La 
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Hammer 
Bricklayer’s 
Hammer, etc., etc. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 24 


NYola-\'ae Bl ahy-1 ac 


1. Blade, shank and head formed 
from one piece of special steel. 


2. Blade forged and tempered. 


3. A pin (A) and two wings on end 
(B) hold blade securely. 


4. Handle of hardwood, fluted and 
well finished. 


5. Tips of blade well formed and 
nicely finished. 





HE dealer who carries Stanley 
Hurwood Screw Drivers has 
the assurance that he is stocking a 
line that is complete in every way. 


There is a size and design for every i . ee a 
type of work. —  _ ae 


| Their combined features make Stanley Screw Driver No. 20 
them leaders in the market. Their 
construction and finish are as dura- 
ble as modern engineering skill can 
make them. 
’You can recommend Stanley 
Screw Drivers without hesitation. 
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Stanley makes a complete line of wood- 
working tools in keeping with the high 
quality of Stanley Planes. 


SELL THE LINE 


| This trade-mark is a means of era ’ 
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THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONNECTICUT 


New York Chicago San Francisco Los Angeles Seattle — ={ STAN LEY | _— — 
(sw) 


STANLEY TOOLS 


————— 
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NEW DISPLAY FIXTURES 


Knowledge and experience of 107 years of tool making is 
built into every PEXTO product. They are distinctive. 


+f Their possession spells satisfaction to the owners. 


Pexto merchandisers quicken turnover and increase profits 
for the trade. They are shipped with your order-—no extra 
cost. 


Assortment No. 14D 


a Ss ADJUSTABLE a3 The display fixture is made of heavy 
cardboard printed in three attractive colors. 


NE, ANGLE WRENCHES | y 


A heavy easel securely attached to the 
back of the fixture, holds it in a firm up- 
right position suitable for counter or win- 
dow display. The wrenches are securely 
held on the fixture with nickeled hooks. 
Packed with one dozen Pexto Adjustable 
Angle Wrenches. 

Pexto Adjustable Angle Wrenches are 
forged from special steel, designed to give 
the greatest possible strength. 

For the Automobilist, Engineer, Me- 
chanic, and for general use about the shop, 
home or farm. 

A wrench that will replace a number of 
solid wrenches in the Tool Kit. 





This screwdriver display fixture is heavy 
cardboard printed in orange and blue col- 
ors. ‘This fixture makes a very attractive 
counter display or window trim. 

Packed with one dozen Pexto Screw 
Drivers as follows: 










only—No. 9—4” Carpenters. Scar 
only—No. 9—5” Carpenters. 
2 only—No. 9—6” Carpenters. 
only—No. 10—4” Solshank. 
only—No. 10—5” Solshank. 


2 only—-No. 10—6” Solshank. 
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NOTE: The No. 10 Screw Driver differs r ; 
from the No. 9 in that the blade extends ASSORTMENT NO. 11 
completely through the handle and forms Write for illustrated folders in col- 


ors on these items. 
_ Order an assortment through your 
jobber. 


The Peck, Stow & Wilcox Co. 


Southington, Conn., U. S. A. 


a metal crown at the end. 
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ATKIN: 


SILVER SGA Ny 


STEEL 
SEGMENT GROUND 


Time to Place Order 
for Atkins ‘“‘Blue Stick’ 
Cross Cut Saws 


Specify the new Silver Steel Segment Ground 
Cross Cut Saw with the “Blue Stick”. Order 
from your usual source of supply. Insist 

upon being supplied with the new “Blue 
Stick” Cross Cut Saw. Your jobber has 

them in stock or can get them for you 
promptly. 
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Atkins Cross Cut Saws 
with the ‘“‘Blue Stick’’ 


The finest and best Cross Cut Saw in the world 
for timber cutters, farmers and other Cross Cut 
Saw users. It is Segment Ground to make it cut 
fast, free and easy. Made of Silver Steel which 
is a guarantee of long edge holding qualities. 








Send for New Cross Cut Saw Book 
This book illustrates and describes many popular pat- 
terns of “Blue Stick” Cross Cut Saws; it also contains 
a treatise entitled “Saw Fitting For Best Results.” 
Place an order today for “Blue Stick” Cross Cut Saws, 
Cross Cut Saw Tools and Cross Cut Saw Handles. 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Home Office and Factory: 
LANCASTER, N. Y. INDIANAPOLIS, IND. 


Atlanta Portland 












no. § Sav Tex! 





Minneapolis 
San Francisco 
Paris, France 


New Orleane 


Branch Houses: 


New York Seattle 


















































Canadian Factory: 


HAMILTON, ONT. 
Chicago 


Memphis 
Vancouver, B. C. 
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This FREE Service 











Put this display in your window 





Every time you sell an Ideal Vecto 
Heater you are making a real profit, 
because you are not tying up any 
of your labor. Vecto is as easy to 
install as a stove. To help you 
get your share of these profits a 
complete service has been prepared, 
which is yours for the asking. 




















Sere 


Yau OO) ap.ve 


The attractive window display 
shown above will tell passersby 
that your shop is headquarters for 
Vecto. 

It will dress up your window 
and make people want to know 
more about this perfect heating 
plant for smaller homes. 


A 
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Product for 
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will sell VECT 


—for you 











Let these letters call on your prospects 


Every week for four weeks we shall of prospects that you furnish us. 
send silent salesmen in the form of To get these free sales aids, com- 
letters, broadsides, and leaflets—- plete service, and beautiful window 
all of them featuring you as the display, all you have to do is to fill 
Vecto merchant to call on any list out the coupon below and mail it. 





AMERICAN RADIATOR COMPANY 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, 

Baltimore, Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, 

Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis, Omaha, Kansas City, Denver, 
San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 


Makers of IDEAL BOILERS and AMERICAN RADIATORS and other products for heating, 


ventilating and refrigerating. 





AMERICAN RADIATOR COMPANY 


Direct Mail Advertising Dept.106 
1807 Elmwood Ave., Buffalo, N. Y. 


GENTLEMEN: Please send me details on your Sales 
Building Service for Ideal Vecto Heaters. 
Very truly yours, 

































—J 


~—— 


Name 








= 


Address ————— 





City State 
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“Life Insurance” In Screen Cloth 


RAE LE EEE EERE SSE 





Gray-Wick Back of every lasting success there is a 
may cost logical reason. The reason for the SUCCESS of 
» ttle Gray-Wick Screen Wire Cloth is found in the 
service it gives. 
more, 
but— Gray-Wick is produced from rust-resisting 
It is Open Hearth Steel made in our own furnaces. 
—" The wire is drawn in our own mills. Every 
*% operation from the raw material to the finished 
product is done under our own supervision. 











Gray-Wick carries an extra heavy electro 
zinc coating enameled with transparent var- 
nish. “Life Insurance” is built right into it. 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge each way 


GRAY-WICK 


Gray-Wick has a pleasing Gray color. When un- 
rolled it lies smooth and flat and not wavy. This is a 
great advantage to customers in applying it to screen 
frames. 


Every WICKWIRE BROTHERS Product is backed 
by fifty years of experience. 


Our Other Brands of Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 





' 










Your jobber will supply you. 
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“No Thank Seu, I Now Buy Osborn Brushes—at 
the Store Where My Money Buys More” 


That’s the answer thatthousands Osborn Display Rack in a place 
of women are now giving the where people can see Osborn 
canvasser. The way business is Brushes. Give them good shelf 
growing in retail stores through- and counter display. Use the 
out this country proves that Window Trim. And above all 
Osborn national advertising is ask your customers to buy 
doing its job, and that these deal- Osborn Blue Handle Brushes. 


ers are doing theirs. Hundreds of dealers are doing 


Are you doing a good sales job? this—and their sales are doubling 
Unless you do youcertainly can’t and even trebling. 


expect to get your share. Write today for information. 


Do these things and you'll see Get started right in the brush 
business grow and grow. Putthe _ business. 


TW OSBORN MANUFACTURING LOMPANY 
CLEVELAND, OHIO 


Direct Overseas Factory Representatives 


JOHN H. GRAHAM & COMPANY, INC. 
113 Chambers Street, New York City 








a 


* 


-_ 

3rushes 
Know them by the Blue Handle 
YOUR MONEY BUYS MORE WHEN YOU BUY AT THE STORE 


END NE 


Osborn prints this state- 
ment 5,000,000 times 
each month for your 
benefit in its national 
advertising. 
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ran your busine 
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She’d know in a minute why these sturdy 
cast iron fellows displayed in your window 
would get results. She'd know that women 
seeing them could imagine a Tite-Top Dutch 
Oven hot over a fire, roast cooking inside it, 
Cover fitting on tight, precious steam and flavor 
simply unable to escape. Inside that solid wall 
of moist heat—meats, vegetables,pot roast din- 
ners, cook completely tender—even if they start 
out tough! Rings inside that cover drip back 
steam, and drip it back, se/f-basting meats all 
the time. Patent lock bail handle holds the 
oven straight in lifting. Griswold Tite-Top 
Dutch Ovens sell in carload lots because they 
reduce the work of cooking to lowest terms... 
yet vastly improve texture and flavor. Make 
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perfect ovens, too, just sitting on top the stove. 
Kxcellent for stewing, deep-fat frying. Nation- 
ally advertised. Endorsed by the Good House- 
keeping Institute, Pratt Institute, thousands of 
housewives and dealers. 

Order Griswold Tite-Top Dutch Ovens from your job- 
ber today. Also Griswold Oval Roasters, fitted with 
similar self-basting Covers . .. ideal for roasting fat 
turkey or goose. We send bulletins and prices on request. 


THE GRISWOLD MFG. CO. 
Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron and Aluminum, 
Waffle Irons, Food Choppers, Reversible Stove and Furnace Pipe Dampers, 
Fruit Presses, Mail Boxes, Bolo and other Portable Bake Ovens, Gas Hot 
Plates, Electric Wajjle Bakers and Electric Hot Plates. 


The Line That’s Fine at Cooking Time 


GRISWOLD 





This Griswold Duter 
Oven Display § Stand 
free wtth your order 


Sebratinn agli k i ens Paune. 
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A large eyeful of 


sales Suggestions 


So many and so varied are the tools on the It offers an unusually profitable means for cash- 
ing in on a moderate area of available wall space. 


Crescent-Smith & Hemenway Display Board 
that few customers can glance at it without It is both attractive and practical. We supply 
this display to dealers at nominal cost. 


seeing one or more tools that fill an immediate Your jobber carries the complete line of 
Crescent-Smith & Hemenway Tools. 


CRESCENT TOOL COMPANY 


204 Harrison St. Jamestown, N. Y. 


16 





or future need. 
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CRESCENT 
Smith éHemenway 


complete line of tools 
Sor mechanics and elects 
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“STANDARD OF THE WORLD SINCE 1900” 


ELECTRIC PR Ai 


MODEL TRIC PR Al 
ACCESSORIES 


‘“MULTIVOLT” TRANSFORMERS 













































Your Biggest Lion ? Year! 


—the year of the amazing new Lionel 100% 
Electrically Controlled Railroad, for 
“Lionel Standard” track. 


—the 26th year of Lionel progress and lead- 
ership, with new record achievements in 
quality, design, variety and workman- 
ship throughout the entire line. 


—the year of greatest sales and profits for 
Lionel dealers everywhere. The Lionel 
dealer dominates the model railroad field. 


Have You Placed Your Lionel Order? 


Lionel’s record-breaking manufacturing program insures adequate stocks 
to merchants who place their Christmas orders NOW. Make sure that 
when Lionel’s tremendous national advertising campaign in magazines 
and newspapers is at its height—in October, November and December— 
you will be able to meet the overwhelming demand for Lionel products. 





New Lionel Elec- | 
trically Controlled } 
Semaphore for O- 
Gauge and “Lionel 
Standard” track. 


Your Customers 
This is just one of 
the many new 


are asking for 
electrically con- : this new Lionel 
in the Lionel 1926 (fl Model Railroad- 
— ing Book—have 
you a copy? 








Thousands of boys are sending for the new Lionel 48-page catalog in response 
to Lionel’s national advertising. It illustrates in actual colors the entire 1926 
Lionel Line—Trains, Automatic Accessories, and “ Multivolt” Transformers. 
DEALERS — Send for your Lionel catalog and interesting dealer propo 


The LIONEL CORPORATION, 15-17-19 East 26th St. +» New York, N. Y. 


For the convenience of Western merchants complete stocks are carried at Lionel's 
Western Coast Office: 788 Mission St., San Francisco, Cal.—M. Sweyd, Representative 


IONEL Re rains $575 P| 
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Telling the World 


About Hohner Harmonicas 


From every city, town and village in America, and 
from practically every nation in the World, people are 
journeying, by hundreds of thousands, to the Sesqui- 
Centennial International Exposition at Philadelphia. 

Judging by the enthusiastic comments of the visitors 
as well as by the daily news dispatches, the Sesqui- 
Centennial is playing an important part in “telling the 
world” about Hohner Harmonicas. 

The Hohner Exhibit, shown above, which is located 
in the Palace of Liberal Arts and Manufactures, is but a 
single factor in the illuminating program of Harmonica 
activity. ii ?¢ 

{Not only are the visitors to the-Exposition enabled 
ta view the greatest collect ‘of “The World’s Best” 





re ) Sine 
| M.Hohner, Inc., Dept.66, 114 East 16th St., NewYork 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronte 


Harmonicas ever assembled, but they are privileged to 
hear and enjoy the finest musical concerts imagineable 
by the farhous Sesqui-Centennial Harmonica Band, 
directed by one of the leading musical instructors of 
America. 

Naturally, the harmonicas which are played as well 
as exhibited at the Sesqui-Centennial are Hohner 
Harmonicas, for Hohner Harmonicas have been ex- 
hibited, played and awarded highest honors at leading 
expositions during the past seventy years. 


All of which is merely to suggest to you, Mr. Dealer, 
that while we are busy telling the World about Hohner 
Harmonicas you should ‘busy ‘selling ‘the World 
Hohner Harmonicas. 3 
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Fascination 
Inspiration 
Education 
Entertainment 


Accuracy 


























this page and the next page 


with particular care 


They bring you news of the cream of the Mengel 


Line . 


. the eight numbers that have been 


selected as leaders because of the ready sale 
they have enjoyed in all parts of the country. 


The records they have made prove that they 


can bring you quick, sure profits. 





TRAIL-O-WAG. A tiny 
wagon, strong enoughto hold 
agrown-up. Fitted with 
Mengel Ply-wood wheels. 
Won't scratch polished 
floors. 





Jus T 





MOTOR BOAT. A repro- 
duction of a real speed boat. 
1414 and 18 inches. Genuine 
mahogany hull. Brass fit- 
tings. Unsinkable. Motor 
runs 200 feet at a winding. 





SWAN SHOO-FLY. Amost 
popular nursery toy. Cannot 
tip over. Sides and seat 
made of Mengel Ply-wood. 
Finished in washable enamel. 





MENGEL COASTER 
JUNIOR. The super-safe 
speed wagon. Extra strong. 
Specially constructed. Steel 
disc wheels with rubber tires. 
A real coaster wagon for the 
younger children. 


engel Playthings 











MENGEL SLIDE. Setthisup 
on your floor and the children 
will sell itfor you. A regular 
chute-the-chute. 10 feet long 
and 5 feet high-also larger 
sizes. Made of unsplintering 
hard maple. Finely finished. A 
number that brings real profits. 


ary 


CIRCUS TOP TABLE, The chil- 
dren’s own table and two chairs to 
match. Made to stand hard knocks. 
Finished in heavy white enamel 
that’s easy to keep clean. For 
nursery, porch or playground this 
number is a winner. 



























Mengel brings 
that sell 


There is something about Mengel Play- 
things that makes them stand out in your 
stock! And “stand out in your stock”’ 
means hurry home with your customers. 


They’re bright, attractive—fairly ablaze 
with color. Finished with real care. 
Splendidly made. Good workmanship in 
them and honest materials. 


Fathers and Mothers can tell at a glance 
that Mengel Playthings are made to last. 


= 








Rock-a-Tot. One of the most 
unique and popular Mengel play- 
things. Seat always level. No 
objectionable up and down motion. 
Safe—cannottipover. Adjustable 
to size of child. A splendid all- 
year-round number. 




























SEE-SAW SIRCLE. The lure of 
the teeter-totter and the merry- 
go-round combined in one fast- 
selling plaything. Simple—nothing 
to get out of order. Will last for 
years. Adapted for indoor or out- 
door use. 






' 
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you playthings 
on sight 


Children fall in love with them at first 


sight. This gives a combination that 
means quick sales to you and many of 
them. And the satisfaction they give your 
customers makes friends for your store. 


Write today for our catalog giving you 
the full descriptions of these Mengel Play- 
things and the details of the Mengel Line. 
It has been a profit maker for other deal- 
ers and it can do the same thing for you. 


THE MENGEL COMPANY 
INCORPORATED 


LOUISV 


ILLE, KY. 
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Watch your calendars 





Ihe holiday season is almost 
here! Is your stock in? 





COMPLETE 
LINE— 


Automobiles, 





F Speed Wagons, 
IGHT now is the time to Scooters, — 
Sidewalk Cycles, 
advertise and display Holi- T ot-Bikes, 
V elocipedes 
day wheel goods. The Secon 
dealer who gets an early start peta Carriages, 
CTC. 


usually gets the cream of the busi- 








= ness. Make your store headquar- * Pa 
Q ters for children’s vehicles in your Va Use the FREE Gendron : 


community by displaying and ad- Advertising Service 
vertising wheel goods right now. —it makes sales! 
Go after bigger and better busi- The Gendron cut and copy service and 
ness by featuring the PIONEER attractive window display material is 
Y & supplied free to all Gendron dealers. 





The “Pioneer 
Kids” in your 
window, tied 
up withcutsof 
the ‘“‘Pioneer 
Kids” in your 
newspaper 
advertising, 
will make 
your store 
known as 
heddquarters 


GENDRON WHEEL 
COMPANY Bee {or thelamous 


TOLEDO - - OHIO . Send for FREE al 


line. It is complete—it satisfies— 
it sells! 


THE 
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advertising displays. 


24-Page Trade 
Catalog 


Contains complete information on the entire “Sandy 
Andy” line; with colored illustrations. Send for it 
and get posted on this popular line, no matter where 
you buy your toys. 


“Sandy Andy” 
Sand Crane 


An automatic Sand 
Toy; a big item in 
every toy depart- 200 Fifth Avenue 
ment. Room 406 








HARDWARE AGE 


Are You Ready for Christmas 
‘Loy Business? 


How is your stock? Have you all the “Sandy Andy” items you will 
need? Do you need any display material or newspaper electrotypes? 
Send for these free books and see what you’ll require in the way of 


WOLVERINE 
Supply & Mfg. Co. 


Factory at Pittsburgh, Pa. 


General Sales 


Gramercy 3453 


October 14, 1926 


























‘‘Money-Making Window and Store 
Displays” 


Contains practical display suggestions and explains 
how to get show card, displays in colors, electrotypes, 
etc., without cost. Every store needs this book. 


“Bizzy Andy” 
Trip Hammer 
An automatic 


Office: Marble Toy that is 


New York popular every- 
where. 











Bissell ‘Coy Sweepers 


These toy and miniature sweepers are designed and 
made with the same careand fidelity to ideals that have 
helped make the name “‘Bissell’’ an international buy- 
word for carpet sweepers. 

Here’s a nationally advertised line that is as staple 
and saleable as the doll. 


Colorful, popular with the children and grownups 
too, they add a touch of freshness to the general run 








of girl’s toys, assure customer satisfaction, stimulate in- 
terest in a sweeper or cleaner department, yield a nice 
margin on your cost and ought to be a part of every 
toy stock. 


If you haven't already ordered we will be glad 
to Send you realistic colored illustrations and prices 
promptly. Outside of seeing the actual sweepers we 
will rest our case on these. 








BISSELL’S ‘‘JUNIOR’’ 


Retail arouad $2.25 

A eomplete miniature carpet 
sweeper inevery detail, making it 
usefulas wellasthe de luxe play- 
size sweeper. Mahoganized gum- 
wood case and nickeled fittings. 
Size 9x5%x2% inches. W-inch 
handle. Rach sweeper ina carton. 


New York Office 
46 West Broadway 
New York, N. Y. 


BISSELL’S ‘‘LITTLE JEWEL’’ 
Retail around $1.50 


A very fine and sturdy 9-inch 
play-size sweeper with 27-inch 
handle. Curved fibre board top, 
glossy lacquer fixished in a real- 
istic crotch mahogany grain with 
giltlettering and border. Nickeled 
fittings. Self-adjusting bristle brush 
dump levers, rubber-tired steel 
wheels, etc. Each one in a carton. 


BISSELL’S NEW ‘‘LITTLE GEM’’ 
Retail around 50c 


Richly attractive, now 7% in. 
long, all blue case, nickeled fittings 
and fancy bail. Lacquered fibre- 
board top with wood ends, black 
wheels and 24 in. blue, ‘waxed 
handle. ““Broom-action’’ mechan- 
ism and real bristle brush that 
sweeps. 


BISSELL CARPET SWEEPER CO. 


GRAND RAPIDS, MICH. 


BISSELL’S ‘‘LITTLE HELPER’’ 
Retail around 25c 


Colorful, alluring, finely made, 
big value. Bright red case of lac- 
quered fibreboard top and wood 
ends, natural wood wheels and 
coppered fittings. 7 in. long with 
24 in. handle. Has a real bristle 
brush that sweeps. 


Nothing can quite take 
a Regular Bissell’s place 
for Everyday Sweeping 
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SHOTGUN POWDERS 
DUPONT OVAL SMOKELESS 


oz 
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When you’re ordering shells — 


specify DU PONT POWDERS 


HAT you're selling when you hand a box 

of shells across the counter is a successful 
day's shoot. The action of the powder in the 
shells makes the difference between complaints, 
slow-moving stocks, and smaller profits and the 
opposite condition—quick turnovers, pleased cus- 
tomers and a larger and more profitable business. 


Remember that a satisfactory hunting trip de- 
pends largely upon the equipment of the hunters. 
When 7 of every 10 hunters shoot du Pont pow- 
ders, it shows the reliance placed in them. Keep 
the confidence of your ammunition buyers. You 
can do this if you will always specify du Pont 
powders must be loaded in the shells you purchase. 


E. I. DU PONT DE NEMOURS & CO., Inc. 
Sporting Powder Division 
WILMINGTON DELAWARE 





POWDERS 



























The new 


Catalog— 
The whole 


story of 
real quality 


goods and 


is yours 
for the 
asking 


Write 
TODAY! 


° this demand. The new model Lightning skate 
Blue Ri On and a big consistent advertising campaign in 


juvenile wheel 


allied products 


Junior W heel (Goods Corp. | mended by Uncle Sam; used by famous marksmen. . 
r KOKOMO INDIANA | free; will brighten up and increase sales. Standard for a 
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BE READY/ 


OKOMo Skates will be included in more 
children’s Christmas lists than ever be- 
fore. Now is the time to get ready for 


juvenile publications have built for KoKoMo 
dealers the biggest demand in history. The 
trade knows the established preference for 
KoKoMoS and are stocking now for Christ- 
mas season. Would you like to have more de- 
tails’ Drop us a line. 
























| 
KOKOMO 
STAMPED METAL CO. 
Kokomo, Indiana 
Nitro Powder 
Solvent No. 9 
i 
+ bed ; 
Brings the Hunters in— 
| . 
— the Whole CROWD! : 
| HEY all want Hoppe’s No. 9, to properly clean : 
| their guns after shooting. Display it, advertise 
it. A fine trade stimulator and a good profit builder. ere ro oe 1 
| For years and years a standard necessity—removes ike & rer tes OO 
| all harmful residue and prevents RUST. Recom- ASK a. rote I 
Order a refill supply now. Fresh display cartons 
generation. Main.- ‘ 


Quick Selling tains best shoot- 


ing condition and 


Oil and Grease "¢*!¢ value in 


all firearms. 
HOPPE § Shooters always need Hoppe’s Lubricating 
LUBRICATING Oil. For the working parts of all firearms— 

os pure, of highest viscosity, yet penetrating and 
NEVER GUMS. For thick swabbing to pre- 
vent rust, Hoppe’s Gun Grease—the acid- 
killing heavy compound. 

All Hoppe’s Products Handsomely Packaged 

and Packed in Attractive Counter Display 
-- Cartons. Combination $1.00 Pack. 


Sold by Leading Jobbers Everywhere 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 
2314-H North 8th Street PHILADELPHIA, PA, 
Representatives: Ed. W. Simon Co., Inc., 258 Broadway, New York. 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles. 
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DISPLAY THEM—RIGHT! 
Sell More—Save Floor Space 





Put your juvenile vehicles out where 
your customers can see them. Sleds, 
wagons, kiddie kars, doll carts, and 
similar articles will sell more quickly 
and with far less sales effort when 
properly displayed. 


UNIVERSAL DISPLAY RACKS 
will do this job for you—do it effec- 
tively and at the same time save two- 
thirds of your floor space; save the 
time of your clerks; and save profit 
now sacrificed in mark downs due to 
damage from handling or crowding on 
the floor. 





There are several other types of 
Universal Racks, all equipped with 
the Universal Arm Clamp, an ex- 
clusive Universal feature, making 
them the most convenient and 
easy to use of all display racks. 
Write today for descriptive folder 
and prices. 


UNIVERSAL DISPLAY RACK Co. 
12 FRANKLIN ST. AUBURN, N. Y. 
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For the 
holiday 
trade 





Regulation Pitching Shoes 


RDER a stock of these heat treated steel 

pitching shoes for the holiday trade. Each 
pair put up in an attractive Christmas box with 
a copy of “How to Pitch Horse Shoes and 
Official Pitching Rules.” Three colors — 
Black, Harrow Blue, and Wagon Red. 


Regulation Steel Stakes 1 inch in diameter, 
25 inches long pointed on one end and enameled 
red. 


These shoes and stakes sell well and carry a 
splendid profit for the dealer. 


Write for trade prices and discounts. 





CHICAGO STEEL F OUNDRY COMPANY 


Kedzie Ave. at 37th Street - Chicago, Illinois 








Cc 





TAYLOR-TOT 
COMBINATION 
BABY-WALKER, GO-CART 
AND COASTER-CAR 


In your search for items to which consistent national 
advertising has imparted a year-round turnover at 
steady, strong profits, write for details on— 


TAYLOR-TOT 


Baby’s third parent 
THE FRANK F, TAYLOR CO., Norwood, Cincinnati. Ohio 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 


“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers 8t.; Chica 108 W. Lake &t.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine &t.; 
Ogden, Utah, 2827 Grant Ave. 








Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
“— in the United States. 

anufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 

Hardware Wholesalers find Verified List of great value in 

“‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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Christmas Fishing Tackle 


You Will Clean Up With 


Everybody knows about Abbey & Imbrie Fish- 
ing Tackle—folks who never have caught a 
fish, veterans who have fished the world over. 
and all varieties in between. For over 100 
years Abbey & Imbrie Tackle has set the pace 
in profitable sales volume. If you sell it, you 
have the line for a real Christmas clean-up. 
Get your Christmas stock in now, and push it 
hard. Quality in every item, and highest 
salability. Excellent profits for you. Write for Complete 
Catalog, just reprinted, together with discounts. 


Abbey é& Imbrie 


ote i LS Fil NG TACKLE 


bers St., Dept. A-10, New York City 

















A BUSINESS STIMULATOR 


The new “Junior” RETAILS 
Ride-a-wa is in- 
creasing e wheel- 
oods business of 
tailer and Jobber. 
The Price, Quality 
and Looks do the 
selling. 


All steel; resilient 
shock absorbing seat; 
sturdy, comfortable, 
noiseless. 


Want a Sample? 


New illustrated 
folder on request. No. 307. JUNIOR RIDE-A-WAY 


METALCRAFT CORP., 4215-23 Clayton Ave. ST. LOUIS 
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Make a Drive 


for 


the 


SPORTING 
GOODS TRADE 


this 
Season 













There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 





The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it to 
work. 
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No. 40 
Outer body 16” dia., 19%” high. 
Inner pail 124%” dia., 18%” high. 
‘Approximate capacity 10 gallons.) 








No. 50 
ter body 17%” dia., 24” high. 
Inner pail 14” dia., 22” high. 
fApproximate capacity 15 gallons.) 


Outer body 20%” dia., 24” high. 
Inner pail 17” dia., 22” high. 
(Approximate capacity 20 gallons.) 
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A Modern Way to Control Garbage 


SEXTON 


4 AJ AX” 


Underground Garbage Receiver 
The “Green Top” concrete line 


The old unsanitary garbage pail is rapidly becom- 
ing a thing of the past. Housewives nowadays 
want a means of keeping garbage away from 
flies and stray cats and dogs. They want a con- 
tainer that is odorless and inconspicuous. Your 
customers want garbage containers of this kind. 
Show them the Sexton Ajax Underground Gar- 
bage Receiver. 


The Ajax fits flush with the ground. It is easy 
to open with a pressure of the foot. Its outer 
cylinder is concrete. The frame and cover are 
solid cast iron attractively and durably finished in 
green. The inner pail is galvanized steel strongly 
re-enforced—it will stand plenty of abuse. 


The Sexton Ajax sells because it is designed to 
meet the most exacting demands of the house- 
wife. A small stock will convince you. 


Write for full details. - 
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<£X SEXTON CAN CO.}{ 














ANNI 
Also made all metal 
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GALVANOID 
SCREEN-W 








RE CLOTH 
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A. 















TWO MARKS 
YOUR CUSTOMERS . 
BELIEVE IN 


Carpenters, builders, and home owners that 
have done a lot of screening for themselves, 
are quick to recognize old friends in the olive 
drab labels, with the familiar eagle, on the, 
wrapper of American Galvanoid Screen 
Cloth. Take off the wrapper and the blue 
and red tag on the end of the roll is another 
identifying mark that means, “lasting ser- 
vice’, to thousands of screen-cloth users. 


Galvanoid is the undisputed leader among 
zinc-coated screen cloths for one reason 
alone: it has stood the test of many years in 
a highly competitive field, and always it has 
proved to be durable, evenly woven, rigid 








WEATHER-PROOFED D *e 
* Schttan Wine CLOTH” 
RETAING ITS ORIGINAL 
UNIFORM COLOR 


American Wire 






and strong. 










We mine the 
ore,make the steel, 
draw the wire, weave 
the cloth, coat it heavily 
with zinc, and then bake on 
another protective coat.of var- 
nish. Not one step in.the process is 
left to others. That’s why every roll 
of Galvanoid may be-depended upon to 
give the greatest value for the money. 
That’s why you don’t have to argue to sell 
it—just show the label or the tag. They are 
old friends to most of your customers. 


AMERICAN WIRE FABRICS CORP., Subsidiary of WICKWIRE SPENCER STEEL CO. 
General Offices: 41 East Forty-second Street, New York; Western Sales Office: 208 South LaSalle Street, Chicago 


Worcester Buffalo 








\AMERICAN/ 
Sa 








Cleveland Detroit 


WICKWIRE SPENCER 
PRODUCTS 


San Francisco Los Angeles Seattle 
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: “Mowers That Wear” 
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The 
WORTHINGTON LINE 


for 1927 








For Hand Service, 
Horse, or 
Tractor 








Ball Bearing Roller Bearing ( 


Plain Bearing 


We have an unusually Attractive and Complete line that 
vou surely ought to see before you decide on your next 
season’s order. No matter what type you have a call for, we 
have it. From the Pennsylvania “Aristocrat” retailing in 
the several sizes at $35.00 to $45.00 each down to our “Pilot” 
which you can retail profitably for about $6.98, no line is 
more complete, nor contains better values. 

We are especially strong on the standard types, which you 
retail at about $10.00 to $20.00. Have them in High and 
Low Wheel. Plain and Ball Bearing, Solid or Open Wheel, 
with 3, 4,5,6 or 7 cut- 
ting knives, all very 
attractively finished. 


We are now book- 
ing orders for next 
season, and would like 
an invitation from 
vou for our represen- 
tative to call and talk 
over the subject. 





The GEO. WORTHINGTON CO. 


CLEVELAND OHIO 


ESTABLISHED 1829 
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AMERICAN 


SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts muni Bolts 


own, Largest Stock 


Greatest Assortment 


und 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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The housewife need no longer 


infection when opening cans. 


“Turn the thumb-piece 
and the top is off” 


This Kitchen Tool 


Lasts a Lifetime 
Every sale of a Blue Streak Household | 














time and trouble inanykitchen. 


This original 100% can opening ma- 

chine does perfectly what it is designed 

to do—and its rugged construction 

keeps it operating at full efficiency 
for years. 


An easy twist of the wrist and the top is 
off of any shape or size of can—cleanly, 


quickly, with no jagged edges. 


Blade of same high quality as in the $2 
and $5 Blue Streak machines—revolving 
parts have solid brass bushings. 


The Blue Streak Household Can Open- 
ing Machine is equipped with a bottle 
opener making it doubly useful. 


Fully guaranteed — and indorsed by 
Good Housekeeping Institute and the 
Priscilla Proving Plant. 


Nationally advertised with its master size 
and the Blue Whirl Egg Beater as the 
famous Blue Line of Kitchen Products. 


Individually packaged, they come packed 
in dozen lots in a handsome display 
carton. 






~~ This master size Blue Streak 


and dangerous Can Opening Machine creates a friend. Gan Opening Machine saves 












THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN, 
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American Radiant Heater 
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The portable Gas Heater 








Look at This List of 


American Features 


Match Lighter starts in one 


minute 
Removable tank easy filling 
Hand operated filler plug 
Built-in Pump 
Electrically welded tank 


Air pressure gauge 


Straight, self-cleaning steel gen- 


erator 


Tank, generator and lighter in 
single unit construction 


Ingenious plan of air circula- 
tion keeps sides, top and back 
cool. 














for Homes without Gas 


Now with the American Radiant Heater, every home, 
no matter where it is located, can have the conven- 
ience and comfort of a practical gas heater. The 
American Radiant Heater is in fact a gas heater with 
a complete gas plant built right into it. Makes its 
own gas from gasoline. And it is portable; no piping, 
no hose or connections. May be carried from one 
room to another while burning. Smokeless, sootless, 
odorless. 

There is a place for the American Radiani Heater 
wherever heat is required: in the home, in business 
buildings and offices, public buildings, etc. There is 
real business in store for progressive merchants who 
stock this better, faster heater now. Write nearest 
office for full details. 


AMERICAN GAS MACHINE CO., Inc. 


Factory, Albert Lea, Minn. 


Eastern Branch 
78 Reade St., New York City 


Western Branch 
238 Chronicle Bldg., San, Francisco 
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The Lawn Sprinkler You Can 
Move Without Getting Wet 


Here's a new Western product—a better lawn and the area covered rectangular in shape instead of 
garden sprinkler, made by Western—manufacturers round. 
of the World’s Champion Ammunition. Retails 


for only 75 cents. Can be moved while in use without drenching the 


user, or shifted from place to place without over- 


Spray Maker is a profitable leader for other lawn lapping the sprinkled area of the lawn or skipping 
and garden supplies, and a very small expenditure unsprinkled sections. 

> REO Wh epee 1. It distributes the water evenly, and economically. 
Operating on the principle of a jet of water directed Has no moving parts to wear out. Is constructed of 
against a spreader of scientific design, it sends out a solid brass with bright lacquered finish. No iron 
fine, misty spray over a large area—a larger area or steel to rust. No castings to break. Nearly im- 
than that covered by any but the most expensive possible to upset, overcoming one of the chief 
sprinklers, with the additional advantage of having objections to the smaller sprinkler heads. 


WESTERN CARTRIDGE COMPANY, East Alton, IIl. 
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Individually packed in an attractive blue, 
white and go!d carton—one dozen ifdivi- 
dual cartons arranged in a colorful Coun- 
ter Display Box that’s a real sales-maker. 
























Similar te 
Radiona 
No. 3-6 
only 
smaller 

in size. 
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Why “Radiona”’ Heaters 


Are So Easy to Sell 


About seventy per cent of the usual dealer effort 
required to sell heaters to home owners is done 
by us for you through a series of sales letters 
mailed to your prospects direct from our office. 


The home owner is told all about the good feat- 
ures of these cabinet heaters, the different sizes, 
the convenience of seeing them at your store and 
how every heater is sold under our guarantee of 
absolute satisfaction. We back our product and 
stand by our dealers every time. 


Che Kwverside 
“Radionas 


Big Savings in Fuel Bills 


One of the strongest arguments in favor of 
Riverside Radionas is the fact that they will 
satisfactorily burn any kind of fuel and show 
a decided saving in fuel consumption. The high 
cost of fuel in recent years and the trouble ex- 
perienced in getting it makes this feature of 
paramount importance to customers. 


Even if a prospect should decide on another 
type of heater, remember we make the famous 
Riverside Warm Air Furnaces as well as a 
complete line of Riverside Heating and Cook- 
ing Stoves. 

The right dealer will find us the right people 
to represent. We are strong for dealer co- 
operation. 


Write for particulars. 


Rock Island Stove Co. 


Rock Island, IIl. 
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Type XL-20 
Standard $56.00 





Type XL-30 
Standard $135 









Type XL-30 
Censole $210 





Weigh This Offer! 


ACKED by national advertising, large 
resources and 6 years of previous radio 
success, A-C DAYTON offers ex- 

clusive territory and full! protection to quali- 
fied dealers. 


To these dealers it further offers the most dis- 
tinctive line of receiving sets in the field of Radio, 
six models (5 and 6 tube), priced from $56 to 
$255. 


These sets are not only superior in appearance, 
refinements and dollar for dollar value, but they 
feature, in all 2-dial models, an additional or Sec- 
ond Stage of Tuning, in which the sets perform 
entirely above the normal standard. In the First 
Stage you tune as with other high grade receivers; 
the new controls of the Second Stage are used 
when ordinary tuning will not meet conditions. 


Your territory may yet be open. The big season 
is just beginning. Write us immediately for full 
details. 


THE A-C ELECTRICAL MFG. CO. 
DAYTON, OHIO 


Makers of Electrical Devices for More Than 20 Years 











thee XL-25 
Standard §79 





Type XL-25 
Console $139 








Type XL-30 
Console Grand $255 








Denver and West. 





All prices slightly higher 


For the man. 
who believes 


his own ears 
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A-C ELEC- 


i TRICAL MFG. 


o” co. 
Dayton, Ohio 


Gentlemen: I am inter- 
ested in your exclusive 
Send full de- 


franchise. 


ao tails at once. 


Name 


; Address 
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Roller . 





Machines like Moto 
are Timken- Equipped 


Decca mowers, as for hand mowers, 

' prominent manufacturers like the Moto 

“SM owes: Company have adopted Timken 
| “Tapered Roller Bearings. 


Timkens stand up wentcetin 3 coat after 
year, under the shock and speed of power 
operation. In power mowers Timken Bear- 
ings save fuel. In hand mowers Timken ° 
Bearings save muscle. 


Always, the owner of a Timken-equipped 
mower gets close, even, quiet cutting with 
least work and lubrication. 


That is why Timken Bearings are one of the 
strongest selling points any mower can have. 


THE TIMKEN ROLLER BEARING.CO., CANTON, OHIO 
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The Lamp of 
Experience 


“The only lamp we have to guide 
us through the impenetrable future 
is the lamp of experience.” 

Patrick Henry. 


But it so happens that when 
most men have trimmed the wick 
of their lamp of Experience so 
that it burns with a consistent 
glow, their eyes have grown dim 
and their muscles flabby with age. 

What would you give for a lamp 
of experience during your youth? 
HARDWARE AGE may be compared 
to Patrick Henry’s lamp of expe- 
rience. It records the activities of 
innumerable brother merchants 
and thus lights the way to your 
GREATER OPPORTUNITY. 


What Readers Say 
About Us 


“IT am gettng a great deal of in 
formation from HARDWARE AGE and 
don't see how a hardware dealer can 
succeed in business without it.’’ 

(Signed) JOHN LOCK, 
Bronxville, N. Y. 


“TI like HARDWARE AGE better than 
any paper I take.” 
(Signed) T. B. RICHMOND. 
Jewell, Kansas 


“We do not want to miss a single 
copy of the Age.” 
(Signed) SHARP MFG. & SUPPLY CO., 
by EK. CC. Olmstead, Manager, 
New Philadelphia, Ohio 
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Even modest homes may 
be trimmed with 


MCKINNEY 
FORGED IRON 
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ORGED IRON HARDWARE as it has 

been made by artists for many 
centuries is a subject of absorbing 
int. *st—but the history of forged 
iron hardware written in the sched- 
ules of the hardware merchants of 
America has contained many trials 
and tribulations. 


The advent of McKinney Forged 
Iron ushers in a new era in this fine 
hardware—of benefit to consumer 
and merchant alike. 


All McKinney pieces have more 
than beauty to recommend them. 
[n addition they show the result of a 
thorough knowledge of builders’ 
hardware requirements. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—Designed for use with 
modern locks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 


An unretouched photograph of 

the Heartdesign entrance handle 

set in Relieved Iron finish. . . 

The reproduction shows to some 

degree the exquisite texture of 
this fine hardware. 





cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


McKinney has made it possible 
for you to enter into the Forged Iron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 
standard difficulties have been elim- 
inated. 


And the modern force of National 
advertising is rapidly spreading the 
news that—even modest homes may 
be trimmed with McKinney Forged 
Iron Hardware. 


If you have not yet received the 
new McKinney catalog write at 
once—and then make your selection 
of samples. 


McKinneEyY MANUFACTURING Co. 
Pittsburgh, Pa. 


Send This Coupon Today! 





Force Division 
McKuyney Mee. Co., Pittsburgh, Pa. 


Kindly send me vour Free Brochure on 
McKinney Forged lron Hardware. 





Name 


Address 


Name of vour Hardware Merchant 




























ved vi 2 De or ee pace < t 


October 14, 1926 HARDWARE AGE 






io” 


en's 
Liddell 


| 
| 
t 
| 


i 


cml 


Ie 
| 


M4 


ih 

I 

it 
M 


il 


I 
i 


! 
| 


Hil 
‘| 
! 
th: 


a ———_—— 


i 
Wy 
\ 


“if 
» 
+ 


°r 
se 
. 


= 
“~. 
i 


—w ~~ ee 


ji 
( 


| 





BY LLEW S. SOULE 


SK 


IM 


‘ 











A “Close-Up” of Business Conditions 


LTHOUGH there were many predictions to the contrary, this country has for 

the past two years consistently maintained high levels of production and 

general prosperity. There have been exceptions in spots, but the average has been 
high. ; 

At the same time we had with us throughout those two years various elements 
which might very easily have developed into decidedly adverse influences. In spite 
of all this, however, economic conditions generally, today, are surprisingly free from 
the factors which ordinarily indicate the approach of a major decline in business 
levels. 

Merchandise of practically all kinds is moving in good volume through the 
successive stages of distribution. Labor is well employed at high wages, which has 
brought about an unusually even distribution of purchasing power and of demand 
for goods. Production and prices are well balanced. Banks are in a strong posi- 
tion to handle the fall credit demand incidental to the transportation and market- 
ing of crops. Wholesalers and retailers are buying on a conservative basis, without 
any evidence of speculation. Crops generally are good. Building is continuing in 
good volume, although the speculative tendency is lacking. 

But—while the favorable factors in business far outnumber the unfavorable 
ones, we still have with us certain weaknesses with possibilities for growth, which 
must be taken into consideration. We are all prone to base our optimism on the 
vast natural resources of this country, the productive capacity, the purchasing 
power, the growth of population, etc. We look upon those factors as absolute 
assurers of continuous prosperity. Over a period of years, they do assure prosper- 
ity, but that does not mean that we are positively guaranteed against periods of 
depression. 

Our prosperity of the past two years has not been uniform. There has been 
a decline in the purchasing power of farm products as compared to other products. 
Overhead costs in manufacturing and distribution have grown in greater propor- 
tion than sales volume. Price wars in some industries have undermined profits. 
Chain stores and mail order houses have advanced their sales to a greater degree 
than have independent merchants. Credits have been loosely handled, resulting 
in profit losses. Installment selling has probably been overdone and abused in 
many cases, creating a situation which must eventually be faced. 

These factors of potential weakness are not strong enough to justify pessimism. 
They have been with us for a long time without doing serious damage, and it is 
hardly probable that they will develop any tremendous business obstacles over- 
night. 

They do, however, clearly bring out the need for continued conservative poli- 
cies and of strict attention to business. More than all, they emphasize the necessity 
for better merchandising methods and more sensible supervision of credits and 
collections. 

The great majority of prosperity factors are in our favor, and there is no 
logical reason why they should not remain so. It is not a time to worry, but it is a 
time to work, to plan, to sell and to collect. 
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How the hardware firm of Charles ( 
door toys and wheel goods. 
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Staadt & Sons, Milwaukee, Wis., dresses up its windows with displays of out-of- 
This firm believes in a permanent toy department and concentrates its efforts on this line 


all the year around 


Wheel Goods as Out Door Toys 
Boost Fall Sales 


Dealers More and More Are Discovering the Sales Possibilities of Outdoor 


Toys—Wisconsin Dealer Has Permanent Wheel 


Goods and Toy Department 


ERHAPS the styles in toys are changing with 
everything elSe—at any rate the old idea that toys 
can be sold only at Christmas time is rapidly los- 
ing ground. More and more hardware dealers are dis- 
covering the sales possibilities of “‘out-door toys’’—the 
kind that sell much better during the summer and fall 
than during the holidays—and consequently are making 
their toys a profitable all the year around proposition. 


Small Stock-——Big Turnover 


OQut-door toys is really only another name for wheel 
and the 
like but for some reason the new name seems to make 
them sell faster. An example of what can be done in 
this line may be found in the store of Chas. C. Staadt 
and Sons, Milwaukee, where E. Miller, who has charge 
of the toy department, has sold over $2,000 worth of 
wheel goods during the past four months from a stock 
that has averaged only about $350. 

The store, which is located in a residential section 
of the city, maintains a window display of wheel goods 
throughout the summer months, changing it about every 


goods, coaster wagons, kiddie kars, scooters 


two weeks. In addition to store paper is sent month- 
ly to a mailing list of over 2,000 names and wheel goods 
are featured in it throughout the selling season. 


A Good Toy Business 


According to George H. Rogers, Jr., manager of 
the branch store of the Nicholas Hardware Co., lo- 
cated on North Oak Park Avenue, Oak Park, IIl., 
whether toys can be considered strictly holiday goods 
or not depends entirely on your conception of what 
toys are. If you mean such items as indoor games, 
dolls, and certain mechanical and electrical toys— 
they are very largely to be sold at Christmas time. 
But if you have in mind various kinds of out-of-doors 
toys and wheel goods, bicycles, coaster wagons, toy 
autos, sand toys, etc., the peak of the selling season 
is really during the month of June. That this con- 
tention is founded on fact is proved by Mr. Rogers 
with a total volume of sales of wheel goods alone in 
his store for this past June of $850. 

In the sale of toys, the company is a firm believer in 
the value of local newspaper advertising. 
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A view of the recently installed permanent toy and wheel goods department of the Kornely Hardware Co., Miwaukee, Wis. 


Permanent Toy Department Builds 
All-Year-Around Profits 


Milwaukee Dealer Re-Arranges Store to Accommodate Year-Around 
Toy and Wheel Goods Department—Finds Wheel 
Goods Best Summer Seller 


of Milwaukee, in selling toys at Christmas time 

for the past several years together with the re- 
peated calls for toys during the summer months after 
the left-overs of the holiday stock had been packed 
away, caused that firm recently to establish an all-the- 
year-around department. After careful consideration, 
a balcony about 12 ft. wide was built across the bac: 
of the store, half of it being given over to the office 
which formerly occupied valuable space on the main 
floor, and the other half housing a permanent toy 
display. 


’ NaE success of the Kornely Hardware Company 


A Successful Change 


This change was accomplished hardly more than a 
couple of months ago, but the venture has proved suc- 
cessful from the start. The initial stock inventoried 
about $1,000 and consists of wheel goods, mechanical 
toys, games, dolls and the like. As might be expected 
during the summer months, the wheel goods have 
proved to be the best sellers and twelve of one type of 
wheel toy alone were sold during the first month in 
the new department. 

There is not everything in the toy line that a hard- 
ware merchant should carry. Of course his location, 
trade, floor space and help is a deciding factor in the 


amount of items he should carry. If he has a good 
lccation end plenty of space to display his goods we 
would say get the best and most varied assortment 
he could from dolls to wheel goods. 

If the hardware merchant hasn’t all these advan- 
tages he should stick to the lines suitable for a hard- 
ware store. Wheel goods which includes velocipedes, 
scooters, kiddie kars, autos, tot bikes, toy wheelbar- 
rows, etc., have always been hardware items. The 
hardware merchant should not be afraid of these for 
they sell the year around. Now for the holidays 
proper he should add furniture such as children’s 
tables and chairs, carpet sweepers, laundry sets, toy 
irons, aluminum tea sets, and this aluminum may be 
a miniature of the line he carries in stock. Then to 
make the list short we could name such lines as con- 
struction toys, wooden toys, iron toys, electric trains, 
mechanical trains, miniature trucks, harmonicas, toy 
blocks, carom boards, moviegraphs, Christmas tree 
holders, rubber balls, air rifles, cap pistols, hobby 
horses and probably a few more items. But from 
the above list which may seem many, it is only a start 
for a full line of holiday goods. A hardware mer- 
chant should be able to build up a nice business on 
the lines mentioned. 
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Hand-to-Mouth Buying 


discussed in hardware circles today. It is a 

subject of vital interest to retailers, jobbers 
and manufacturers, because it has a distinct bear- 
ing on business success. As such it deserves careful 
consideration and frank, open discussion. 


f goers buying is being widely 


Small-order buying had its inception in the after- 
math of the World War. Increased prices, resulting 
in a greater amount of capital, tied up in merchan- 
dise stocks, together with a constantly increasing 
overhead expense, made it imperative for the hard- 
ware merchant to increase his stock turnover. This 
could be accomplished in two ways—by increased 
sales and through buying of smaller orders on a 
more frequent basis. 

At the same time, conditions which formerly 
forced the merchant to buy in large quantities had 
largely ceased to exist. Transportation facilities 
had grown to a point where it was possible to ob- 
tain goods much more quickly than in the old days. 
Production was at a high level. Jobbers’ stocks 
were easily accessible for prompt shipment. It was 
therefore both natural and necessary for merchants 
to arrange their buying on a basis which would in- 
sure a more frequent stock turnover, and the small 
order system was born. 


Small Orders Economically Sound 


Small-order buying is here to stay. Make no mis- 
take about that. As a merchandising policy it is 
economically sound. The retail merchant will never 
go back to any system which necessitates his buying 
goods for long periods ahead. The small order has 
become a fundamental part of modern retailing. 


But—small-order buying has been carried too far. 
It has in many cases developed into hand-to-mouth 
buying, by both retailers and jobbers; into pur- 
chases which have resulted in depleted stocks, often 
inadequate to supply the reasonable demands of pro- 
spective customers. The trade needs “requirement 
buying,” but it has adopted hand-to-mouth buying. 
This factor in the small-order problem has resulted 
in a turnover of customers, which has in many cases 
offset the advantages of an increased turnover of 
stock. This has unquestionably had an important 
bearing on the sales of mail order houses and chain 
stores. 


We might as well face squarely the fact that chain 
store and mail order sales have increased out of all 
proportion to those of individual retail merchants, 
There are several causes, but one of them is inade- 
quate retail stocks. Numerous investigations prove 
that a large majority of mail order customers were 
induced to send in their initial orders because they 
were unable to buy the goods they wanted at the 
local stores. 


It is not a question of choice, of sentiment, or of 
propriety. We are face to face with a condition 


which must be met. Either the retail merchant must 
carry the merchandise wanted in his community in 
sufficient quantity to fill the reasonable demands of 
that community, or allow his business to drift into 
other channels. Likewise the individual jobber must 
carry a reasonably large range of stock in sufficient 
quantity to adequately serve the retailers of his 
trade territory, or they will seek other sources of 


supply. 
Will Eventually Boost Prices 


While “requirement buying” is fundamentally 
sound and is here to stay, it is equally true that 
hand-to-mouth buying as practised by many mer- 
chants today will eventually boost prices. A study 
of the mail orders received by a certain hardware 
jobber, covering one week, showed that approxi- 
mately 75 per cent of those orders were for amounts 
of $10 or less. The records of that jobber show 
that any shipment of less than $10 is handled at a 
loss and adds to his overhead expense. 


The jobber should and does expect to fill a certain 
number or orders at $10 or less, as a matter of ser- 
vice. It is sometimes necessary for the retailer to 
send in such orders. But—in the case referred to, 
some merchants sent in as many as six separate 
orders of $10 or less in that one week. The in- 
creased costs resulting from that kind of buying are 
borne by all the merchants in that territory. They 
add to the general cost of merchandise. 


Manufacturers Face Similar Conditions 


It is probable that similar conditions exist in every 
hardware jobber’s territory. It is likewise extreme- 
ly probable that a study of manufacturers’ records 
would reveal like conditions as regards the buying 
habits of jobbers. 

This presentation of the subject is in no sense a 
brief for the manufacturer, the jobber, or the re- 
tailer. It is merely a statement of what we honestly 
believe are the facts on a subject of vital importance 
to the hardware trade. 

The costs of distribution are too high. If hand- 
to-mouth buying is tending to keep those costs high 
or to increase them, then it must be adjusted to a 
point where it does not have that effect. 


Buying Habits Must Fit Selling Conditions 


Proper turnover of goods is an absolutely neces- 
sary adjunct to profit. Turnover is undoubtedly 
augmented by “requirement buying” but if buy- 
ing is being curtailed to a point where stocks are in- 
adequate and a large percentage of sales is lost, 
then the present buying habit must be changed to 
fit selling conditions. 


Business belongs, and will continue to belong, to 
those who deserve it, and are fitted to handle it. 
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Window displays 

of sporting goods 

will pull the out- 

of -door enthusi- 

asts into your 
store 
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Now is the time 
that the red- 
blooded sports- 
men are buying 
their equipment. 
Show them what 
you have 


Window Displays Have Brains! 


Window Displays Are Today Recognized by Most Successful Merchandisers as 
Indispensable Sales-Stimulators—The Most Effective Adver- 
tising Medium for Retailers 


By Charles P. Catlin 


dows. 

Window displays of seasonable goods—timely, 
unified lines—do the thinking for your townspeople and 
country folk so far as the purchase of supplies is con- 
cerned. Window displays constantly remind your pros- 
pective customers that you are in a position to serve 
them with the goods they need—and also suggest many 
other items they should buy now. 

Today window displays are recognized by the world’s 
greatest and most successful merchandisers as indis- 
pensable sales-stimulators. Window displays are ac- 
knowledged to be the most effective advertising medium 
for retail dealers. 

Window displays invite people into your store. Win- 
dow displays extend the hand of welcome. Window 
displays say to the passersby, “Why go elsewhere? We 
have it. Come in and buy.” 

Window displays are closely related to your cash 
register. They are your cash register’s best friends. 
Cash registers finance the window displays; window 
displays pay the cash register’s dividends. 

Window displays are more valuable than billboards. 
They stop—appeal—hold attention. Window displays 
of seasonable lines tell your story at a glance to many 
prospects. They tell it at the point of purchase. 

When coupled with nationally advertised lines win- 
dow displays have the greatest pulling power. National 


(k- brains of a store are exemplified in the win- 


advertising tells what to buy—window displays tell 
where to buy it. 

Window displays will get you more customers per 
dollar and more dollars per customer. A well-dressed 
window display with plenty of light is the best paying 
salesman in the world. ’ 

Window displays are stoppers of shoppers. Hence 
the expression: Stop and Shop! 

Window displays are largely responsible for the suc- 
cess of the 5c. and 10c. stores. Show ’em; you'll sell ’em. 

You can obtain for two cents window display trims 
that cost the manufacturer from $1 to $3.50 each 
to deliver to your store—two cents (2c.) invested in a 
stamp pasted on a letter to manufacturers of nationally 
advertised lines. 

Window displays are the life insurance of the retail 
business. 

Dress your windows as you dress yourself—snappily, 
attractively, seasonably and in up-tc-date style. 

Cash in on the sales opportunities offered you by 
window displays. Then, your store will become popu- 
lar and your cash register will tune in with the merry 
chime of “Hear those bells! They’re ringing up the 
profits for the window dressing man.” 

For window displays that are seasonable now we 
suggest athletic supplies for fall sports. 





(Continued on page 78) 
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‘Keeping the Score’ 


By Saunders Norvell 


LOT of bunk these 
days is written on 
the subject of sales 


and selling. Much of it is 
old and tiresome stuff. On 
the other hand, several 
magazines are published to- 
day which are devoted to 
sales and sales management, 
that are just full of good 
ideas and valuable sales ex- 
periences. 


+ * » 


Baseball without a score would 
not be very exciting. If we played 
golf without keeping a score, so as 
to attempt to beat the other man’s 
record, what would be the fun in it? 
When it comes to selling and han- 
dling of a sales force there are still 
many manufacturers, wholesalers 
and retailers who attempt to play 
the game without keeping any score. 
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won a pennant for the first 
time since 1888. I under- 
stand that today, October 5, 
1926, the baseball grounds 
out there are packed full of 
enthusiastic St. Louisans to — 
see the game. The game is | 
in progress as I write. I 
wish I were there to see it. 
Although I am now a New 
Yorker, I do not hesitate to 
say that I hope the Cardi- 
nals win! (They won.) 


Some salesmen take pride in the fact * * & 


| subscribe to one of these 
magazines. I must frankly 
admit that usually I have 
only found time to glance 
through its pages, read the 
headings and look at the pic- 


men? 


that they are good salesmen. How 
do they know they are good sales- 


—Saunders Norvell 


I remember the old St. 
Louis Browns. I remember 
Latham and Comiskey and 
Foutz. I wonder if they are 
still living. I wonder where 








tures. However, the other 
day I took one of these 
magazines home with me. After dinner I picked it 
up and started glancing through its pages. 
interested me and I read it slowly and carefully. Then 
| became interested in the whole magazine. I looked 
over all the articles. I read for several hours. When 
I finished, I was convinced that every sales manager 
and every executive should read this magazine. 


o * * 


‘Now, the point of what I have written is not to boom 
the subscription list of selling magazines, but to call 
attention to the fact that very few of us derive any 
real benefit from reading any trade journal or other 
magazine in business hours. There are too many in- 
terruptions. No active business man is in the proper 
state of mind to read carefully and thoughtfully in 
office hours. I think, if I were conducting a trade 
journal, I would suggest that my subscribers have the 
paper mailed to their home address. The time for a 
man to get the best results from his favorite trade 
journal is not in his office or shop, but after dinner, 
in the quiet and leisure of his home. 


* * * 


I am taking it for granted that there are some quiet 
homes somewhere! I happen to be aware of the fact 
that some homes are not as quiet as some offices. In 
such cases, naturally, I would not recommend that the 
address for the trade journal be changed! 


+ * * 


Of course I know that just at the time this article 
is written, the great question that is agitating the 
world is whether the Cardinals will beat the Yankees 
or not. I note that the good old town of St. Louis has 


One article 


they are. How I used to 
thrill at their plays! I re- 
member when Kris von der Ahe owned a baseball team. 
His team went to Cincinnati and played. They were 
not successful. Kris telegraphed—“Why did you lose?” 
The captain of his team replied—“‘Because we got 
licked!” 

Kris at one time was on the crest of the financial 
wave. He had a life size figure of himself- carved in 
marble. This was placed out in a St. Louis cemetery. 
Kris loved to go out and look at his monument. Before 
he died, he lost everything. All Kris had of his fortune 
was this marble monument. Now Kris lies there and 
over him towers the monument in a Prince Albert coat, 
with one hand in the breast of the coat, a la Napoleon. 
I wonder how many of the present generation who see 
the monument remember anything about Kris and his 
Baseball Nine. So the things of this world pass away 
and are forgotten! 


What has all this to do with selling? Nothing, except 
that baseball w+thout a score would not be very exciting. 
If we played golf without keeping a score, so as to 
attempt to beat the other man’s record, or at least to 
beat our own record, what would be the fun of golf? 
How many persons would play bridge and be interested 
in the game if a bridge score were never kept? In 
games, scores are kept, and by these scores, we learn 
our own proficiency. I may think I am a good golf 
player, but if I cannot negotiate the 18 holes in under 
110, I know positively that there is something wrong 
with my game. If I play bridge and the score constant- 
ly runs against me game after game, after a while, if 
I am sensible, I will stop blaming the cards and admit 
that I am a poor player! You will of course admit 
that all this is true. You will admit that there would 
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be no fun in games and there would be no progress, 


unless a careful score were kept of each game. 

However, when it comes to selling and the handling 
of a sales force, there are still a good many manu- 
facturers, wholesale houses and retail stores who 
attempt to play the selling game without keeping any 
score. Some retail salesmen pride themselves upon 
the fact that they are good salesmen. How do they 
know they are good salesmen? 


* * * 


These remarks all lead up to a very curious case 
that has recently come under my observation. There 
was a house with a force of some 25 salesmen. They 
all traveled in similar territories. Their opportunities 
were just about the same. Now, a certain,man, who 
did not even know anything about the business in which 
these salesmen were engaged, stated that he could 
put in a system that would increase the efficiency of 
every one of these salesmen and increase the sales of 
this house with the same number of salesmen in the 
same territory. This “Sales Manager,” which we will 
call him just because we do not know a better name, 
stated that he did not wish to have anything whatever 
to do with the posting of these salesmen. He did 
not wish to write them any letters about prices. He 
had nothing to do with their samples and catalogues. 
All this work was handled by another man. 


* a” % 


What this sales manager did was simply this: 

(1) He tabulated the number of possible customers 
in the field of each salesman. 

(2) He had tabulated the total volume of each sales- 
man’s business and divided it by the number of 
orders he took. This gave the average size of 
his orders. 

(3) He requested each salesman to make a report 
of the number of calls he made every day, the 
number of dealers he sold and the number of 
sales he missed. 


(4) This house sold various lines of goods, some 
staple and unprofitable, and others bearing satis- 
factory profits. He had these lines classified 
under headings, and a record kept of each sales- 
man’s sales of each class, the salesman receiving a 
higher credit for the sales of more profitable 
goods. 


His system of tabulation was simple and took very 


little extra work. 
* * * 


Within a few months, certain things stood out very 
clearly in regard to the work of these 25 salesmen. 
Certain men, for instance, with exactly the same op- 
portunities, sold larger orders than other men. Some 
men made a larger percentage of sales to customers 
called upon. The star salesman of the entire 25 not 
only sold larger orders, but he sold more orders, and 
his percentage of sales was the highest for customers 
called upon and sold. All these figures of the 25 men 
were tabulated each month on a chart. This chart 
clearly indicated the salesman who was getting the best 
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results out of his territory. The salesmen were classi- 
fied by a system of points, and this classification 
definitely indicated the value to the house of the work 
of each salesman, and his results as compared with 
those of all the other salesmen, 


* * * 


Then this sales manager, having fixed the score of 
each salesman absolutely, accurately and definitely, took 
up the question of salary and expenses of each of these 
men. When the cost of each man—that is—his expenses 
and salary added together, was compared with his value 
to the house as a salesman, according to the indications 
on the chart, there were some very surprising and 
startling disclosures. It was evident that some men 
were being paid, on a flat salary basis, far more than 


their results justified. 
* * *% 


The next point this sales manager inquired into was 
the reason why one salesman sold larger orders than 
another, also the reason why one salesman could sell a 
larger percentage of his customers each trip than 
another. Or, to reverse the process, he investigated 
why a salesman only took small orders, or why he could 
only sell a few customers of those upon whom he called. 
This investigation developed some very interesting 


facts. 
x *& & 


One of the most interesting investigations was in 
regard to the character of goeds sold. Under this 
head, it was found that some salesmen did not sell 
profitable goods, first, on account of their ignorance of 
the line; next, because they followed the line of least 
resistance by selling staple items they found on the 
want book and also because it was too troublesome to 
carry and show samples of these profitable goods. It 
came out clearly that the lazy salesman always suffered 
on “character” of sales. 


* * * 


- Now I have before me a digest of a talk made by this 
sales manager, and I am going to give you some para- 
graphs from this talk. 

“Whatever the’basis of compensation, you pay a man 
so much every time he enters-a customer’s store. To 
make him earn more money for himself and for you, 
he must either make more calls or better calls. 

“There is an undeniable quality in selling work, and 
this quality is shown every time a sale is made. On 
every call, it is a question of whether a sale is made 
and, if made, for how much, as well as for what class 
of goods. In other words, here again is the element 
of quality in selling. 

“The ‘too small territory’ man will always have lots 
of calls, but an absence of orders. More than 60% of 
his calls buy from his competitors. He isn’t competi- 
tion. He isn’t even interference. 

“The ‘poor buyers’ salesman will always be ’way be- 
low the rest in size of orders, but will distribute more 
want books than anyone. He wears them out himself 








(Continued on page 85) 
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Striking Reproductions in Early English 
and Colonial Builders’ Hardware 





With All the Beauty of Their Historic Originals, Special Manufacturing 
Processes of Modern Lock-Makers Have Developed 
Methods of Rust-proofing 


spiration from the work of past generations, 

so long will the modern makers of hardware be 
called upon to furnish replicas of the handicraft of 
the early locksmiths and artist-blacksmiths. 

Many modern designs are duplicates of historic 
originals, types having been selected which through 
their grace of form and suitability have found favor 
through all the time that has passed since they were 
originally designed. These designs have a fitting place 
in the homes which provide modern comfort with old- 
time simplicity of setting and are 
among the best created by the 
artist-blacksmiths of their day. 

Types will be found which are 
suited to the Early English or 
Tudor Gothic structures; to the 
New England Colonial or to the 
Southern Colonial with its more 
enhanced elegance; and to the 
newer form of residence coming 
into popular favor in which 
Colonial motives were modified by 
the influences introduced by the 
Missions in the days of Spanish 
domination. 

The illustrations appearing in 

connection with this article are 
presented through the courtesy of 
P. & F. Corbin, manufacturer of 
locks and _ builders’ hardware, 
New Britain, Conn., and are 
typical of some of the most strik- 
ing reproductions in Early Eng- 
lish and Colonial builders’ hard- 
ware. 

By a special process there is 
nothing in the metal of which this 
line of hardware is made that rust 
can attack. The “natural iron” 
finish is made by substituting 
Colonium metal for iron. It is 
exactly the color of hand-wrought 
iron and use will not change the 
color, except as it wears the metal 
smooth. The original color will 
be retained whether it is used in 
the salty air of the sea-coast or 
any other trying location. 

The dead-black finish is especi- 
ally adaptable for use in buildings 
where there is much handling and 


, S long as architects continue to draw their in- 


where permanency of finish is desired. It is unchang- 
ing and in no way affected by time and exposure. 
The surface of this new line of builders’ hardware 
is true to.the originals made two hundred or more years 
ago. The hammer marks appear just as the Colonial 
Blacksmith made them, the skilled workmen who have 
been wielding finishing hammers for more than twenty 
years, executing the work with fidelity. The artist- 
blacksmiths of the olden days were skilled artificers, 
beating the heated iron into shape with hammer on 
anvil. They formed and finished each piece with nicety, 
smoothing out the hammer 
marks as much as they could, 
and even the rustic blacksmith 
used his best effort to produce a 
well-finished article. Such crud- 
ity as appeared was due to the 
nature of the tools and material 
or to the lack of skill on the 
part of the worker. 

The true old-time shapes have 
been reproduced, as well as the 
sizes and colors, free from the 
bane of unsightly discolorations 
which occur where iron is used; 
thus eliminating streaks of iron 
rust upon painted woodwork and 
soiled hands or gloves stained 
with yellow rust. 

The foundations for the Colon- 
ial styles as we know it today 
was laid in the years between 
1700 and 1800. Proportion and 
simplicity are perhaps the most 
prominent characteristics. The 
inspiration of the architects who 
have given to Colonial architec- 
ture the generous, simple lines 
is faithfully reflected in the 
hardware reproductions of that 
period. 

One of the most conspicuous 
features of Colonial architecture 
is the air of refinement, dignity 
and welcome always associated 
with the entrance hall. The 
Colonial spirit is not only suc- 
cessfully incorporated in dwell- 
ings of today, but in the office, 
commercial and public buildings 
as well. 
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N this page is shown a group of some of 

the new line of Early English and 
Colonial Hardware from the new catalog of 
P. & F. Corbin, New Britain, Conn. Note 
the resemblance to historic orginals of two 
hundred or more years ago. There were 
many shapes and sizes of builders’ hardware 
of pre-Revolutionary days. Good taste has 
led to the survival of favorite types and Cor- 
bin has selected those which through their 
grace of form and suitability have found 
favor through all the time that has passed 
since they were originally designed. 
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Entertainment Treat in | 
Store for Atlantic 
City Convention 





Nationally Known Phonograph 
Recording Artists to Be Fea- 
tured in Musical Program 


—Ladies’ Day Wednesday 


Those who attend the convention of 
the Nationa! Hardware Association and 
the American Hardware Manufac- 
turers’ Association, held in Atlantic 
City, Oct. 18 to 22, will find a rare 
treat in store for them in the enter- 
tainment arranged for by the com- 
mittee. 

Tuesday evening, at the close of the 
joint opening session, there will be an 
informal reception and dance in the 
grand ballroom of the Hotel Chelsea. 

Wednesday is Ladies’ Day on the 
entertainment program. A _ specia! 
committee of ladies composed of Mrs. 
Llew S. Soule, Mrs. Roy F. Soule and 
Mrs. H. W. Geller are in charge of the 
arrangements. In the afternoon there 
will be a specially arranged swimming 
exhibition by the Ambassador Bathing 
Beauties, staged in the Ambassador 
Swimming Pool. In the evening there 
wil! be a ladies’ card party with an 
alluring array of special prizes. 

Thursday night will be given over 
to an exceptional musical entertain- 
ment and formal ball, tendered to the 
National 


Hardware Association and 
guests by the American Hardware 
Manufacturers’ Association. 


The entertainment wi!l be furnished 
by Joe Green and his Novelty Orches- 
tra, composed of twelve nationally 
known phonograph recording artists. 
Every artist on the list has made 
records for Victor and other phono- 
graph companies. The orchestra will 
also furnish the dance music for the 
ball. 

The musical program wi!] be broad- 
casted. 





Standard Electric Stove Co. Plans 
Modern Factory 


Standard Electric Stove Company, 
Toledo, manufacturers of Standard 
Electric Ranges for domestic use, 
heavy duty ranges, hotplates, griddles, 
cookers, water heaters and coffee urns, 
has purchased the 3% acre site at the 
corner of Oakwood, Hawthorne and 
New York Central Railway, Toledo. 
The property will be cleared at once 
and the erection of a modern factory 
building begun. The first unit of this 
building will about double the com- 
pany’s present capacity and will be 
occupied early in the spring. 

The Standard Electric Stove Com- 
pany located in Toledo in 1913, having 
purchased the business of the Detroit 





Fireless Stove Company at that time. 
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R. E. Jarman, Jr. 
R. E. Jarman, Jr., Succeeds the 
Late J. B. Morton 


R. E. Jarman, Jr., first vice-presi- 
dent of the Southeastern Retail Hard- 
ware & Implement Association, has re- 
cently succeeded to the presidency. 
Mr. Jarman, whose home is in Baxley, 
Ga., will fill the unexpired term of J. 
B. Morton, of Ressemer, Ala., whose 
death was announced in these columns. 

Mr. Jarman has been an active asso- 
ciation worker for the past fifteen years 
and has never missed a convention dur- 
ing this time. He was president of the 
Georgia Retail Hardware & Implement 
Association, and has served on both 
the Georgia and Southeastern Asso- 
ciation Executive Committees for sev- 
eral years. 





Montgomery-Ward Plans Open- 
ing of Little Falls, Minn., Store 


Montgomery-Ward and Company is 
to open its third retail hardware “dis- 
play” store about October 1 at Little 
Falls, Minnesota. A corner store 
room, 25 by 100 feet has been rented 
and is now being remodelled. As in 
the stores recently opened at Marys- 
ville, Kans. and Plymouth, Ind., the 
place at Little Falls will carry a com- 
plete stock of hardware and auto ac- 
cessories, the latter to be sold over the 
counter while the hardware is to be 
merely a display from which the cus- 
tomer orders for delivery through the 
usual mail order channels. 

It is reported that a manager and 
two assistants will be employed at the 
Little Falls store. 





Ohio Dealer Plans Expansion of 


Business in New Location 


Roy P. McConahay, proprietor of 
the McConahay Electric Shop, Van 
Wert, Ohio, is preparing to move his 
business to a better location on the 
main street of that town, where he 
plans to deal more extensively in elec- 
trical goods, tools and cutlery. 

Mr. McConahay is desirous of re- 
ceiving catalogs and price lists from 
manufacturers and jobbers in the 
above lines. 
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New England Outing 
at Swampscott 
Draws More Than 100 


Big Event of Annual Affair Sept. 
21 Was Golf Match in 
Which 45 Members 
Participated 


The New England Iron & Hardware 
Association held its annual outing Sept. 
21 at the Tedesco Club, Swampscott, 
Mass., approximately 100 members and 
guests attending. As in former years 
the big event of the outing was the 
golf match, which was participated in 
by forty-five members. 

In the early evening dinner was 
served at the club, William A. Hop- 
kins, Decatur & Hopkins Co., Boston, 
president, presiding. Capt. Church of 
the English army, a brother of E. C. 
Church, Providence, R. I., was intro- 
duced and made a brief address. 
Harry L. Doten was next introduced, 
and he awarded the prizes for the 
afternoon play. 

Murray Harvey, A. C. Harvey & Co., 
Allston, Boston, and C. B. Doten, H. L. 
Doten & Sons, were tied for -the best 
gross score. On the toss of a coin Mr. 
Harvey won a leg on the Colladay 
trophy, which has to be won two years 
for possession. Mr. Doten was awarded 
a dozen golf balls. Chauncey B. Doten, 
with the second best gross score, was 
awarded a set of golf clubs donated 
by the central division, United Alloy 
Steel Corporation. T. E. Hoffman, 
John H. Graham Co., New York, with 
the first net score, won a percolator 
donated by the president of the asso- 
ciation; while A. G. Beal, Alan Wood 
Iron & Steel Co. with the second best 
net score, was presented a shaker do- 
nated by Frank W. Brigham, Bethle- 
hem Steel Co.; Arthur Pernell, Youngs- 
town Sheet & Tube Co., with the third 
best net score was awarded a pocket- 
book donated by the Standard Horse- 
shoe Co., Boston. The booby prize, a 
sparklet bottle, donated by Decatur & 
Hopkins Co., went to Norman W. Foy, 
Republic Iron & Steel,Co. 





Clark Hardware Co. Buys Stock 
of Sterling Hardware Company 


The Clark Hardware Co., whole- 
saler and retailer, 13-15 East Third 
Street, Jamestown, New York, an- 
nounces the purchase of the stock of 
merchandise and fixtures of the Ster- 
ling Hardware Co., in that city. Fol- 
lowing a short sale the remainder of 
the acquired stock will be moved to the 
Clark store. 

The Sterling Hardware Co., re- 
cently made an assignment for the 
benefit of creditors. 

George B. Pitts is president and 
treasurer of the Clark Hardware Co. 
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Gerard Swope Elected 
Pres., Electrical 
Manufacturers Ass’n 





National Electrical Manufacturers 
Ass’n Created in New York 
by Merger of Three Other 
Organizations 


Creation of the National Electrical 
Manufacturers Association, an organi- 
zation consisting of 270 of the leading 
electrical manufacturers with a gross 
annual business exceeding a billion and 
a half dollars has been announced fol- 
lowing the merging of the Electric 
Power Club, the Associated Manufac- 
turers of Electrical Supplies, and the 
Electrical Manufacturers Council. 

Gerard Swope, president of the Gen- 
eral Electric Co., was elected president 
of the new organization at the first 
meeting of the board of governors. J. 
W. Perry, vice-president of the Johns- 
Manville, Inc., was made treasurer. 

The charter members include such 
concerns as the Anaconda Copper Co., 
General Electric Co., National Carbon 
Co., Inc., Radio Corporation of Amer- 
ica, National Metal Moulding Co., 
Robbins and Myers Co., Western Elec- 
tric Co., and the Westinghouse Electric 
and Manufacturing Co. 

The purpose of the new association 
is to advance the art of manufacturing 
adequate and reliable electrical equip- 
ment. An important consideration is 
the standardization of electrical ap- 
paratus. 





Saunders Norvell to Address 
Flushing Civic Association 
Saunders Norvell will speak on the 
“Economics of the Golden Rule—Does 
It Pay?” at the First M. E. Church, 
Amity Street, Flushing, Long Island, 
Friday evening, Oct. 22, under the aus- 
pices of the Laymen’s Publicity League 
of Flushing. This is a civic organiza- 
tion, and it extends a cordial invitation 
to hardware merchants, their selling 
staff and wives, to hear Mr. Norvell. 
No admission fee will be charged. 
Those who have read Mr. Norvell’s 
articles which have appeared in HARpD- 
WARE AGE for some time, will no doubt 
avail themselves of this opportunity to 
hear this brilliant speaker. 





Celebrates Silver Anniversary 


The National Mfg. Co., manufacturer 
of builders’ hardware, Sterling, IIL, 
celebrated the twenty-fifth anniversary 
of its inception on Oct. 12 in a fitting 
manner. 

The company started operations in 
1901 in a small two-story building, and 
through its steady growth and expan- 
sion now occupies a modern four-story 
plant, covering a full city block. 
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Joseph V. Smith 


Joseph V. Smith Appointed 
By Burke Golf Company 


Joseph V. Smith, formerly general 
manager of shovel interests of Hubbard 
& Co., Pittsburgh, has become affiliated 
with the Burke Golf Co., Newark, Ohio, 
and has been elected vice-president and 
a director of the company, manufac- 
turer and importer of golf clubs, balls, 
bags, heads, shafts and golfing sup- 
plies. 

Before going with Hubbard & Co., 
in 1915, Mr. Smith was associated for 
16 years with Oliver Brothers, Inc., 
starting as an office boy in the New 
York office and in 1910 becoming man- 
ager of the Pittsburgh office. In these 
connections Mr. Smith built up a wide 
acquaintance in the hardware trade 
which his new connection will enable 
him to preserve. 

Mr. Smith believes that hardware 
jobbers and retailers have been slow 
to realize the possibilities of golfing 
supplies as a line of merchandise and 
is optimistic over the prospect of in- 
creasing sales through the hardware 
trade. 





Frank W. McLean Dies 


Frank W. McLean, former vice- 
president Pittsburgh Rivet Co., Pitts- 
burgh, and for many years active in 
the hardware business, died at his home 
in Mt. Lebanon, Pittsburgh, Sept. 29. 


He was born in Pittsburgh seventy-six: 


years ago, and following his graduation 
from Western University of Pennsyl- 
vania became associated with Fanestock 
& Co., a Pittsburgh hardware firm. 

Later he went into business for him- 
self, and still later went with the Bind- 
ley Hardware Co., from which he went 
to the Pittsburgh Rivet Co. He retired 
from active business about nine years 
ago. 





John C. Ruf Becomes President 
of Johnson Belting Company 


The Johnson Belting Co., tanner, 
currier and manufacturer, 423-435 


East Fifty-sixth Street, New York, an-. 


nounces the appointment of John C. 
Ruf as president of the firm. 
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Independent Lock Co., 
Moves Into Its New 
Factory Building 


Lock Manufacturing Concern 
Completes Removal from 
to Fitch- 
burg, Mass. 


The Independent Lock Co., which 
started in a small way in Leominster, 
Mass., some years ago, has entirely 
completed removal to its modern fac- 
tory building on Winter Street, Fitch- 
burg, Mass. 

The main building of the new plant 
is of brick, 60 by 275 ft. in size and 
two stories in height. Besides, there is 
a warehouse, 50 ft. by 200 ft. in size. 
The building is exceptionally well 
lighted, and the walls and pillars are 
painted white. 

On the first floor are located the 
presses, automatic machinery of the 
latest design and the printing rooms. 
On the second floor front is the main 
office of the firm, while the rest of the 
floor space on the second floor is given 
over to the milling, assembling, pack- 
ing and shipping departments, as well 
as stock rooms. 

We are advised that the plant and its 
equipment is of the most modern type. 


Leominster 





Morris Davidson to Open New 
Store at Malden, Mass. 


Morris Davidson, 17 Harvard Street, 
Malden, Mass., reports that he is plan- 
ning the establishment of a retail 
hardware store in that city and that 
he is desirous of receiving catalogs 
and price lists from manufacturers 
and jobbers of aluminum ware, wash- 
ing’ machines, urns, tin and enameled 
ware, electrical appliances and other 
hardware lines. 





Brower Madge General Manager of 
Timken Service & Sales Co. 


R. C. Brower has recently been ap- 
pointed general manager of the Timken 
Roller Bearing Service & Sales Co., 
which maintains 25 direct factory 
branches and several hundred author- 
ized distributors. Mr. Brower will 
make his headquarters in Canton, Ohio, 
at the main plant of the Timken Roller 
Bearing Co., but will devote a great 
deal of his time to maintaining contact 
in the field. 


Ct ne em ee 


George E. Alexander Dies 


George E. Alexander, senior member 
of Geo. E. Alexander & Son, Sunapee, 
N. H., passed away Tuesday, Sept. 21, 
following an operation for appendicitis. 
Mr. Alexander was 78 years of age, 
and had been engaged in the manufac- 
ture of wood rakes for 57 years. 


3 
; 
| 
} 
re 
t 
! 
f 
if 
i 
ty 
f 





50 


HARDWARE AGE 





October 14, 1926 


Hand-to-Mouth Buying Becoming Permanent 
K’ixture in American Commerce 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


who have studied the question, has become a permanent fix- 


GS wie have hand-to-mouth buying, in the opinion of authorities 


ture in American Commerce. 


Because hand-to-mouth buying 


has become a fixed movement during the period since the world 
war owing to the evolution in transportation, reduction in capital 
investment in stocks, etc., and conservative business management, 
there are those who think the term itself should be given a more 
suitable expression so as to denote that this new method of trading 
has been implanted as an important stone in the foundation of the 
economic structure of the country. One of the terms which have 
been suggested is that of “requirement buying.” 


One of the outstanding benefits of 
so-called hand-to-mouth buying, au- 
thorities say, is that it has assisted in 
stabilizing distribution by cutting down 
inventories and making sharp reduc- 
tion in capital invested by the distri- 
bution trade. To this end the method 
proved especially beneficial to the job- 
ber, wholesaler and retailer. The prob- 
lem of the manufacturer, it has been 
pointed out, is more difficult. Some 
prominent producers in various lines 
recently have told Government officials 
that orders they have on hand do not 
run beyond the 36-hour limit. How- 
ever, they point out that with the im- 
proved transportation, and the ability 
to manufacture quickly, a greater area 
of distribution for their goods has been 
made accessible. The result is they 
have a greater number of customers. 
This situation may not apply to all in- 
dustries but it is the belief that it af- 
fects the most of them to such an ex- 
tent that it might be taken as an index 
to the broad situation. It also has been 
pointed out that the manufacturer is 
given an incentive for greater diversi- 
fication in his production. 

Another vitally important factor is 
that the manufacturer is not subject 
to cancellation as he was in previous 


days. Obviously, this means that the | 


producer’s losses are minimized. 
The manufacturer must exercise par- 


ticular caution, it was stated, in his | 


contracts for raw material because he 
is firmly committed and cannot cancel. 
The result, it was stated, is that the 
manufacturer himself is placing “short 
orders” for raw material. One effect 
of this has been to compel the manu- 
facturer to turn to simplification and 
standardization. Stock has been sim- 
plified and standardized and the invest- 
ment of the manufacturer, like that of 
the jobber, wholesaler and retailer, 
has been reduced. The upshot is more 
efficient manufacture. 





Installment buying is another cur- 
rent and important question which is 

















still being studied, not only by the 
trade but by Government officials who 
are required to keep in close contact 
with retail trade particularly. On the 
whole it is considered that installment 
buying is a good thing but at the same 
time it is realized that there are cer- 
tain dangers, such as over-expanded 
credit. The view is that there should 
be developed a better credit plan so 
that there would be a safer guard set 
up for both the seller and the respon- 
sible buyer. The fact remains, how- 
ever, that, relatively, losses through 
credit under installment buying have 
not been large. It has been clearly ob- 
served that installment buying has in- 
creased turnover. It makes it possible 
for people to be possessed earlier 
with things they want than would be 
the case otherwise. Consumption is 
greater and, all things being equal, 
this is a good thing, officials pointed 
out. It has been noticed that there 
has not been much expansion in install- 
ment buying the past year or two. 
With a better understanding of the 
whole situation, it has been declared, 
installment buying would have a decid- 
edly definite place in trade and in- 
dustry. 





Progress of the National Distribu- 
tion Conference, which is being spon- 
sored by the Department of Commerce, 
has been only moderately successful so 
far, but it is hoped that ultimately it 
will have set up machinery which will 
be of great aid to the trade and indus- 
try of the United States. It now seems 
unlikely that at this time the confer- 
ence will develop a market census. At 
the same time, it is probable that in 
the next manufacturing census the 
question of distribution will be given 
attention. The conference is giving 
consideration to the best lines to de- 
velop. The fact that industry and 
commerce are moving along so smoothly 
makes it possible for the conference to 





give careful deliberation to the subject 
before finally acting. 

Present indications are that there 
will be no important change in the ex- 
isting trend. A further cut in prices is 
not looked for. It has been pointed out 
that such a thing would mean a cut in 
wages, lower consumption and retarded 
production. This has been the answer 
to a question as to whether this coun- 
try is “in for” a period of lower prices. 
As a matter of fact, it has been stated, 
there has been a cut in industrial 
prices during the past eight months. 
By some authorities here, this has been 
interpreted as the resuit of elimination 
of waste. 

The only thing, officials think, which 
would bring about lower prices under 
existing circumstances would be a gen- 
eral process of economics through in- 
creasing efficient production and dis- 
tribution. Combinations, especially in 
retail lines, it has been stated, have 
developed an efficiency and chain stores, 
as an instance, have pushed some of 
the small independent stores out of 
business by degrees. The cash-and- 
carry man was declared to be getting 
the benefit of lower prices for material 
which he carried home. At the same 
time, those who want this service per- 
formed for them are willing to pay 
for it, so that there is left a field for 
that class of business which gives this 
service and necessarily must charge 
for it. 


August production of galvanized 
sheet metal ware, as reported by 12 
concerns comprising a large proportion 
of the industry, was 172,066 dozens, 
valued at $615,375, as compared with 
147,410 dozens, valued at $528,566 in 
July, according to the Department of 
Commerce. The galvanized ware in- 
cluded in these totals is the product re- 
sulting from dipping made-up shapes 
in molten zinc and not utensils of gal- 
vanized sheets. It is classified as fol- 
lows: (a) Pails and tubs include well 
buckets, cement pails, sap pails, stock 
pails, fire pails, water pails and wash 
tubs, but not pails for shipping food 
or candy, food-container pails, etc. 
(b) Other galvanized ware includes 
steel baskets, but not wash boilers; 
ash and garbage cans, stable or street 
cleaning cans, coal hods, including ja- 
panned hods; feed measures, dry 
measures, including japanned; refrig- 
erator pans, watering pots, oil and 
gasoline cans, chamber pails, and ash 
and garbage can covers. 
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Hardware Prices Firm— 


Winter Goods Moving 


\ N | ITH hardware sales for the month of September practically 
paralleling those for the same period in 1925, the outlook 

for a continuation of good business during the balance of 

the year is encouraging. Sales during the past week, were well 
maintained with prices showing no marked tendency toward de- 


parture from prevailing levels. 


hardware market observers report, are beginning to show a sub- 
stantial increase in most of the important market centers. 


Retailers report a satisfactory 
their shelves, although there is 


respect in some sections. In the west the situation is hampered by 


adverse crop conditions. 


Collections are characterized as generally satisfactory. 


HARDWARE AGE 
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Orders for winter merchandise, 


movement of merchandise from 
room for improvement in this 





Increase in Exports 


The export trade with Europe, 
which lagged earlier in the year, grad- 
ually is improving. According to the 
Department of Commerce, August ex- 
ports to Europe had a value of $186,- 
960,736, against $180,856,206 in Au- 
gust, 1925. Exports for the eight- 
month period ended August aggregated 
only $1,354,565,097, a decline of $252,- 
991,971 from the corresponding period 
of last year. 

A large increase in trade with South 
America is revealed in the Commerce 
Department’s report. Exports’ to 
South America during the first eight 
months of the year were valued at 
$282,691,729, an increase of nearly 
$20,000,000 over the corresponding 
period of last year. Imports from 
South America showed an increase of 
nearly $40,000,000, trade to the close 
of August having an aggregate value 
of $384,073,092. 





Important Trade Topics Dis- 
cussed by Paint & Varnish 
Ass’n 


Consideration of subjects important 
to the success of the paint industry is 
one of the purposes of the thirty-ninth 
annual convention of the National 
Paint, Oil and Varnish Association, 
which opened a five-day session in 


Washington, D. C., on Monday, Oct. 11, 


at the Mayflower Hotel. Among those 
who addressed the convention were 
A. P. Cobb, prominent New York manu- 
facturer supplying raw materials to 
the paint and varnish industry, and H. 
Uehlinger, chairman of the credit and 
collection committee of the association. 





Credit Men Warn Dishonest 
Bankrupts 


Relentless prosecutions as the one 
way to eliminate the concealing of 
assets in bankruptcy applications, was 
advocated during a recent meeting of 
branch secretaries of the National As- 
zociation of Credit Men, held recently 
in Atlantic City. 





Pig Iron Prices Advance 


While there has been no noticeable 
decrease in ingot output in Pittsburgh 
and nearby districts, there has been a 
slowing down of some classes of finish- 
ing capacity, notably of the mills rolling 
steel for the automobile industry. 

There has been a further stiffening 
in prices of pig iron, with all grades 
50c. a ton higher, not so much because 
of a large demand, but due, rather, to 
the fact that output has been reduced 
and the coke market continues to show 
strength that is likely to mean higher 
producing costs. 


General Market News | 





Urges Reduction in Corpora- 
tion Taxes 


A reduction in the tax on corpora- 
tions was advocated by John E. Edger- 
ton, president of the National Associ- 
ation of Manufacturers at the thirty- 
first annual banquet of that association. 
Mr. Edgerton stated that it was the 
intention of the association to work 
for this change. He added that the 
association would continue to give at- 
tention to the tariff, foreign trade, 
transportation and the open shop as 
occasion and opportunity offered itself. 
“There is not one of them that does 
not vitally touch industry,” said Mr. 
Edgerton, “and through industry every 
inhabitant of our country, and they 
are principally of a nature which 
manufacturers as distinguished from 
other organized groups can best under- 
stand and are most capable of repre- 
senting to the best advantage, of in- 
dustry.” 





Conditions Improving in 
the Northwest 


Trade conditions in the Northwest 
tributary to the Twin Cities are fairly 
favorable, but the continued rains have 
slowed up business in all lines. Stocks 
are being kept assorted to the point 
of caring for business, but dealers are 
buying cautiously. Fall and holiday 
stocks are moving out, with jobbers in 
readiness to supply at short notice any 
additional stocks for the dealers. 

Collections are still rather slow, with 
interest rates holding firm. 


Rubber Covered Wire De- 
clines in Chicago 


In spite of the hampering effect of 
extremely adverse weather conditions, 
the hardware trade, as well as gen- 
eral business conditions, in the Chicago 
territory are normal for this season 
of the year. There is a healthy ex- 
pansion due to the increasing demand 
for fall and winter merchandise and 
orders for spring shipment are show- 
ing a fair volume. 

Prices are, for the most part, firm, 
although the only change reported in 
| jobbers’ quotations this week is a slight 
decline in rubber ccvered wire. 
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Business Good in Chicago Territory— 
Collections Favorable—Prices Firm 


(Chicago office of HARDWARE AGB) 


HE hardware trade in the Chicago area is having a normal 
autumn expansion in spite of the extremely adverse weather 


conditions. 


With the continuance of the heavy rains the 


prospects for the corn crop point to an almost total loss, but so far 
this situation has had little effect on the purchases by the dealers 


in the agricultural sections. 


Fall and winter merchandise is mov- 


ing fully as well as a year ago, and while the volume of orders for 
spring delivery is not up to last year’s record at this time, the 
amount of business is far from discouraging. The sale of staple 


items is very satisfactory. 


Building activities, after lagging somewhat during the summer, 
have taken a little spurt and the new permits issued in the past 
month will exceed those of the same period in 1925 by approxi- 


mately 15 per cent. 


Rain has hampered actual construction work, 


but the lull is considered only temporary and the movement of ma- 
terials it is expected will be exceptionally good from now until ex- 


treme cold weather. 


Steel mills in the Chicago area are entering the fourth quarter 
with very bright prospects—railroad buying is heavy and opera- 
tions have been increased from 85 to 90 per cent of capacity. 


AUTOMOBILE ACCESSORIES.— 
While the demand for fall and winter 
accessories is just starting, indications 
are for a very good business. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for 
50c. each; regular, 58c. each: 
pion X, 45c. each; ‘woes Blue 
30x line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.;: A. C, ne Ford, 
36c. each. 

Spot Light.— Appleton No. 
$6. 50. 

Jacks.—National 
$1.10 each. 

ey —Rose, 
$1.8 

Chains. —Non-skid, 
35 per cent discount. 

Tires and Tubes.—30 x 3%, over- 
size cord tires, $10.50 each; regular 
cord, $7.45 each; gray inner tubes, 
30 x 3%, $1.50 each; red inner tubes, 
30 x 3%, $1.75 each. 


AXES.—There is a good volume of 
business at prices 50 cents per dozen 
higher than those ruling last spring. 


We quote 
f.o.b. Chicago: 


stocks, 


Fords, 
Cham- 


Standard, No. 21, 


1% #=in.~= cylinder, 


dozen pair lots, 


from jobbers’ stocks, 
First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base ; Single bitted handled axes, 
$15.50 to $2 4 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—The demand 
normal and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread 45-5 per cent discount, small 
carriage bolts, rolled thread, 50-5 per 
cent discount: machine bolts cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWAR E.—While 
prices remain at an extremely low 
level, there does not seem to be any 
further weakness. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 








old copper and dull brass finish, 
$1.92 per doz. pair; 4 x 4 steel butts. 
old copper and dull brass finish, $2.70 
per doz. pair: heavy steel bevel in- 
side sets, $5.50 per doz. sets: steel 
bit-keyed front door sets, $1.50 per 
set: wrought brass bit-keyed front 
door sets, $3.00 per set; cylinder front 
door sets, $7 per set. 


CHAINS.—There is a good normal 


business. 
We jobbers’ stocks, 
f.o.b. Chicago: ™% in. proof. coil 
chains, $8.50 per 100 lb. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a good demand, with prices 
strong. / 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—tThere is an active seasonal de- 
mand, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5 in., $4.50 per 100 
ft.;: corrugated pF on Ray pipe, 3 in., 
$4.80 per 100 ft.; plain ridge roll, 1% 
in., $4 per 100 ft.; corrugated con- 
ductor elbows, 3 in., $1.51 per dozen. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Rubber’ covered’ wire 
prices show a slight decline. Sales are 


good. 

We quote from 
f.o.b. Chicago: 

Electrical Merchandise.—No. 14 rub- 
ber covered wire, $6.85 per 1000 ft.; 
in 1000 ft. lots, $6.35. No. 18 lamp 
cords, $14.25 per 1000 ft.: in 1000 ft. 
lots, $13.65; ™% in. brush brass key 
sockets, 151%4c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each: 
two-piece attachment plugs, 12c. 
each; dry cells, boxes of 5 os each; 
less than case lots, 36c. eac 

Radio we = ee .—Radio B Gitte. 


.§2 
772, 


lots 


qeete from 


jobbers’ stocks, 


$3.62 each: No. 486, $3.85 each. 
Battery Chargers. —Apco line, 
of less than 10, $13.50 each net. 
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Loud Speakers.—Western Electric 
No. 522 W, $2.50 list. Discount. 30 
per cent. 

FILES.—Prices are firm and the de- 
mand is steady. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list: Black Diamond files, 
40-10-5 per cent off list. 

GALVANIZED WARE.—tThere is no 
change in jobbers’ prices, but manu- 
facturers are contemplating a 10 per 
cent advance on tubs and pails. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Standard galvanized 
after-made > Pe Pe $6.00; No. 2, 
$6.85; No. 3, $8. 0-at. galvanized 
after-made ‘pails, go" 12; 12-qt., $2.33: 
14-qt., $2.6 5 gal. galvanized oil 
cans calvaiiaed breast, $7.25 a 
dozen; 1 bu. galvanized baskets, $6.20 
dozen: No. 26% bu. bailed galvan- 
ized measures, $4.50 dozen. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—tThere continues to be 
a satisfactory volume of orders for 
spring delivery. 


We ‘i uote 
f.o.b. Chicago: 


from jobbers’ stocks. 

Garden hose, good 
quality molded hose, ™%-in., lle. per 
ft. 5g-in., 12c. per ft.;: %-in., 13¢c. 
per ft.; 5- -ply, good quality, wrapped, 
%-in., 9c. per ft.; %-in., lle. per ft. 
Lawn sprinklers, Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—Sales are sea- 
sonably good, and while jobbers’ stocks 
are complete, they are not heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount: 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib. 


HANDLED HAMMERS AND HATCH- 
ETS.—tThere is a good, steady demand 
and prices are firm. 


HAMMERS. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to 


HATCHETS. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.: first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLES, AGRICULTURAL.—There 
is a good volume of orders for spring 
delivery being booked. 


We quote from _ jobbers’ 
f.o.b. Chicago: 

Hay Fork Handles. — Straight- 
ohmeked and bored, best grade, 4, 
ft., $4.95 doz.; 5 ft., $6.00 doz.: XX, 
44 ft., $4.40 ‘do 0Z.; 5 ft., $5.30 doz.; 
X, 4% ft., 5 ft., $3.10 doz. 

Hay Fork idamdtie—ient-checieed 
and bored, best grade with strap, 
ferrule and cap, $8.25 doz.: 
5 ft., $9.35 doz.; 
ferrule and cap, 


stocks, 


. $4.95 


° .25 
, 0 25 doz.: 5 ft., $3.75 doz. 
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Better Wire Screen Cloth 


Were Made ld Buy It!” 


“You don’t have to tell me to 
buy fine quality wire screen 
cloth. My customers demand 
it. That’s why I stock Apex.” 


This is the opinion of Hard- 
ware Jobbers and Dealers from 
the Atlantic to the Pacific. 
Heavily electro zinc-coated after 
weaving, Apex is the by-word 
and standard of comparison for 
discriminating cloth buyers ev- 
erywhere. 


Dealers are voicing their opin- 
ions daily with repeat orders. 
They know Apex means quality 
—they know Apex is backed by 
the service, experience and repu- 
tation of a manufacturer spe- 
cializing in wire screen cloth for 
over a quarter of a century. 


“If Better Wire Screen Cloth 
Wire Were Made, I’d Buy It.” 
Stock Apex and include your- 
self in this nation-wide slogan. 


DISTRIBUTED BY JOBBERS 


If your jobber caunot supply you, write us, and we will 
give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: 
Old Colony Building, 
Chicago, Ill. 


Factory: 
Hanover, Pa. 
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Manure Fork Handies.—Bent, best 
grade, 4 ft., $5.25 doz.; 4™% ft., 
doz.; XX bent 4 ft., 
ft., $4.80 doz.: 
4% ft., $3.25 doz. 

Garden Hoe Handies.—XxX, 4% ft., 
$3.80 doz.;: X, 4% ft., $2.65 doz. 

Garden Rake Handies.—XX, 5% ft. 
$3.80 doz.; X, 4% ft., $2.65 doz. 

Shovel Handles.—Regular yee a 
4% ft., $6.50 doz.; X, 4% 

- D handle, best grade, $8. ig 
X grade, $6. 60 doz 

Spade Handles. — D handles, 

grade, $8.60 doz. 


HANDLES, TOOL.—There are 
price changes and sales are active. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz. finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are still extremely 
slow. but sales are noticeably better. 


2.85 doz. 


best 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 90c.; 5-in., $1.20: 
6-in., $1.12: 8-in., $1.90; 10-in.. $3.87 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.40; 5-in., $1.46: 
6-in., $1.32; 8-in., $2.30; 10-in., $3.30 
per doz. 


ICE-CREAM FREEZERS.—S pring 
sh'pment orders Lave not started yet 
and sales are very light. 


We quote from jobbers’ stocks, 
f.o.b. coe ead White Mountain, 1 at., 


$4.80 list: $5.60 list; 3 qt.. $6. 75 
list: 4 qt., “2 3g list; 6 qt., $10.45 list: 
§ qt., $13.40 list; 10 qt., $17.90 list; 12 
qt., $2] 50 list: 15 qt., $25.60 list; 20 
qt., $33.20 list; 25 t.. $42.60 list: 
Arctic, 1 qt., $4 list; 2 qt., $4.60 list: 
3 qt., $5.45 list; 4 qt., $6.80 list; 6 qt., 
$8.60 list: 8 qt., $11.10 list. All the 
above less 50 per cent discount, 
Alaska. 1 at., $2.95 list: 2 qt., $3.45 
list; 3 qt., $4.10 list; qt., 
$6.30 list; 8 gqt., $8.20 list; 19 af, 
$10.75 list; 12 qt., $14 list; 15 qt., $17 
list; 20 qt., $21. 50 list. A discount of 
20 and 10 per cent on all above prices. 
Acme 2 aqat., galv., $8 doz.; qt., 
enamel, $10 per doz.: 4 aqt., "enamel, 
$18 per doz. Above prices are net. 


ICE SKATES.—There is a steady im- 
provement in sales with the closer ap- 
proach of the skating season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men's and boys’, bright finish, 75c. 
air. Half Key Clamps, Rocker, 
‘omen’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men's and_ Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women's and Girls’, $1.40 pair; Tub- 
ular Skates, Men's or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—Sales are normally good 


and prices are firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.: Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—tThere is a good demand 
as the fall season opens. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise B ng 25. 
4 qt., $8.00 each; No. 31, 6 . $8. 65 


each; No. 35, 8 at., $9.50 ag 


LAWN MOWERS.—Orders for spring 
shipments continue to be received in a 
most satisfactory volume. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16 in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 16 


stocks, 


in ball bearing, 4-knife 10%-in. 
wheels, $10 each: 16 in. plair bear- 
ing 4-knife, 10%-in. wheels, $8.65 
each; 16 in. ball bearing, 4-knife. 


9-in. wheels, $7.85 each; 16 in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each: 16 in. ball bearing, 4-knife, 8- 


in. wheels, $8 each; 16 in. plain bear- 
ing, 3 knife, 8-in. wheels, $5.85 each. 
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NAILS.—Sales are very good, due to a 
large volume of replacement business. 


We auote from jobbers’ stocks, 
f.o.b. Chicago: 
Common wire and cement-coated 


nails, $3.05 per keg base. 


PAINTS AND OILS.—Sales are sea- 
sonably good and prices are without 
change. 
We avote from jobbers’ 
f.o.b. Chicaro: 
Linseed Cil.—Raw, barre! Iots. 95c. 
per gal.: 5 barrel lots, 92c. per gal. 
Linseed O!1.—Roiled. borrel lots. 8c. 


stocks, 


per gal.: 5 barrel lots. %e. per cal. 

Turpentine.—Drum lots, $1.02 per 
gal. 

Denatured Alcohol. — Parrel lots, 
45e. ner gal.; steel drums extra, $6, 
returnable. 

White Lead. — 599-Ih. lots, $13.73 
per 109 Ib, net: 100-Ib. Iots, $14: 
5%-'h. lots $725- 25-lb. lots, $3.65: 
1214-14. lots. $1 &5. 


Shellac.—(414-Ib. ents). white. $2.60 
per el: oranre. $2.20 per egal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Th. 


id Paste.—Barrel lots, 7'%4c. per 


PYREX WARE.—Sv?les are ahout nor- 
mal for this time of vear. Have shown 
some improvement due to the cooler 
weather and approach of the holiday 
season. 


We avote from jobbers’ 
f.o.b. Chicago: 

Bre-d P2ns.—No. 212, $7.20 dozen: 
No. 214. $'2 dozen. 

New Hoerdied Cassero'es. — Ronnd, 
No. 622. $12 doz: No 


stocks, 


Oval, No. 632: $12 dnz.: No. 623. $14 
dnz.: yyy Oval, No. 642, $12 doz.; 
No 642. $14 doz. 

Pie Plates.—No. 208, $6 doz.: No. 
209. $7.°0 doz. 

Tea Pots.—2-cun. $21 doz.: 4-cup, 
$24 dnz.: 6-cup, $°8 doz. 

Utility Pans.—No. 231, $8 doz.: No. 


222. $14 doz. 


PREPARED ROOFING.—Prices are 
firm and the demand brisk. 


We anote from jobbers’ stocks, 
f.o.b. Chicago: Best erade elate sur- 
faced prenared roofing, $2.30 per 
savare: best grade tale surfaced, 
$265 per square: medium tale sur- 
faced, $2 ner square: light tale sur- 
faced. $1.19 ner souare;: red rosin 
sheathing, $57 per ton. 


ROPE.—Sales are rather active and 
prices are without change. 


We anote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila. stand- 
ard brands 22%c. to 23c. ner Ib.: No. 


2 manila, 21'%c. per Ib.: No. 1 sisal, 
15%c. per lIb.; No. 2 sisal, 14%c. 
per Ib 


SASH CORDS.—Prices are without 
change and sales are fairly good. 


johhbers’§ stocks, 
No. 7 standard brands, 
No. 8, $9.15 doz. 


We oanote from 
fo.b. Chicago: 
$8 ner doz. hanks: 
hanks. 


SASH PULLEYS.—The demand 
rather light, but prices are firm. 


We auote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.: barrels, 54c. doz.: Common- 
sense, 2 in.. 60c. doz.: barrels, 54c. 
ae No. 105, 46c. doz.; barrels, 42c. 
doz. 


SCREWS.—A very satisfactory volume | 
of business is being placed. Prices are | 


firm. 
We auote from jobbers’ stocks. 
f.o.b. Chicago: Flat head bright 


screws, 771%4-20-10 per cent new list: 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list: round head brass. 
72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are still high, with an active de- 
mand reported. 


We quote from jobbers’ stocks. 











f.o.b. Chicago: Warranted 650-50 


Reading matter continued on page 56 





October 14, 1926 


solder $46 per 100 Ib.; medium 45-55 
solder $45 per 100 Ib.: tinners’ 40-60 
solder, $44 per 100 Ib.; high speed 
babbitt metal $20 per 100 Ib.: stand- 
ard No. 4 babbitt metal, $14 per 100 lb, 


STEEL SHEETS.—Due to the complete 
stocks of the jobbers, their prices are 
unchanged in spite of the recent ad- 
vance on the part of the manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Sales are very good, as is to be ex- 
pected at this season. 


We quote from jobbers’ 
f.o.b. Chicago: Best full gage pipe, 
30-gage, 12c.; 28 gage, lic.: 26 gage, 
15%c. per joint. Corrugated elbows, 
30 gage. $1.20: 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in.. $5 doz. 


TRAPS.—The demand is stead:ly grow- 


ing with the approach of the trapping 
season. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.: No. 
‘> an > o. ; No. 1%, $2.44 duz.: No. 


wenn PRODUCTS,—Prices are firm 
and the demand increasingly good. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Wire staples. No. 
black annealed wire, $3.05 per 100 3 
No. 9 galvanized plain wire, $3.50 p 
100 Ib.; catch weight s)ool ealvantned 
cattle or hog wire, $3.75 per 100 Ib.; 
0 rod spool of galvanized hog wire, 


$3.25 per spool. Polished fence 
staples, $3.50 per 100 Ib. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 


galvanized, 12-mesh, $1.95 per 100 sq. 
ft.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount; galvanized after made, 
52%-5 per cent discount. 


WRENCHES.—Sales are very good and 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 


Snap-on Wrenches. — Radio 
Electrical Set, in metal case, 
No. 101 Master Service Set, 
No. 202 Heavy Duty Set, $8.80: No. 
404 Flexible Socket Set, $7.50; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 900 Square Socket Set, $3. 70: No 
1878 Giant ‘“Snap-on,”’ with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


$2.75; 
$13.75; 


Monarch Junior Safety Knife 
Sharpener 


The Jawoolf Mfg. Co., 512 Fifth Ave., 
New York City, announces another 
model of the Monarch Safety Knife 


het Uf Uf nt 


mms y] 





Sharpener, with the four little butcher 
steels in safety form for home use. 

It is especially designed for attach- 
ing to table, shelf or wall, and is known 
as the Monarch Jr. 
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New. Doorway Ideas 


for new or old buildings 

















FoldeR-Way partition door hardware is 
as much of an improvement over ordi- 
nary folding and sliding door equipment 
as the washing machine is an improve- 
ment over old-fashioned tubs and scrub- 
bing-boards. 


That is why architects and builders 
consult Richards-Wilcox about all door- 
way problems. For FoldeR-Way hard- 
ware brings partition door principles 
nearer to perfection than any structural 
development of recent years. 


Lodge rooms, churches, hotels, schools 
Y.M.C.A.’s—wherever people gather in 
large or small groups—entire walls can 
now be folded away out of sight noise- 
lessly and with a minimum of effort: 
There is no sagging, sticking or rattling. 
Their performance is almost automatic. 
FoldeR-Way hardware meets all modern 
requirements. 

Write us for full information, and do 
not hesitate to ask Richards-Wilcox 
experts to help you solve your doorway 
problems. 





AURORA, ILLINOIS, U.S.A. 


Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
San Francisc Omaha Seattle 


Kansas City Los Angeles 


Detroi¢ 


- RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. - Winnipeg 


Largest and most complete line of door hardware made 


Peer: 
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Winter Goods Moving 


in New York Market 


O price changes of any magnitude were reported in the New 

York wholesale market during the past week. A fair move- 

ment of staples was reported, while orders for winter merchandise 
are said to be increasing as the fall season advances. 

Sales for the month of September compare favorably with those 

for the same period last year, while the outlook for the balance of 


1926 is generally favorable. 


Retail sales, which follow the weather closely, are generally good 
in the Metropolitan area and stocks are low. Collections, always 
indicative of general business conditions, are said to be improving. 





Sash Cord Market Unchanged 


| 


The sash cord situation remains un- | 


changed in the metropolitan district. 


The demand is fairly active, and prices | 


are substantially as quoted below: 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 
Sash cord, Samson, Spot No. 8, 68ce. 


to 70c. per Ib. Phoenix, No. 8, 3c. 
per Ib. Sachem, No. 8, 33c. per Ib., 
and Aetna, No. 8, 29c. per Ib.; No. 7 
takes Ic. per Ib. advance, while No. 6 
is 3c. per Ib. higher. 





Approach of Winter Helps 
Weatherstrip Sales 


Considerable impetus to the current 
demand for weatherstrip is resulting 
from the approach of fall and cooler 
weather. Prices are firm and stocks are 
generally sufficient for current require- 
ments. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. O. B. NEW YORK: 

Wirf’s weatherstrip, 500 ft. on reel, 


maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 
Nero weatherstrip, 500 ft. on reel, 


$36 per 1000 ft. 





Bolt Prices Are Reported 
Firm 





There has been no abatement in the | 


demand for bolts in the New York 
wholesale market, according to jobbers 
in the metropolitan area. Stocks are 
said to be generally sufficient for cur- 
rent requirements and prices are show- 
ing no tendency toward departure from 
prevailing levels. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. O. B. NEW YORK: 
Machine bolts, *% bv 4 and smaller, 


40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 106 
per cent off list. 

Common carriage bolts, *% by 6, 


and smaller, 40 off list; 
longer, 40 off list. 
Stove bolts, 80 and 10 off list. 
Lag screws, 50 and 7% off list. 


larger and 








Garage Sets and Door Holders 


in Demand 


Door holders and garage sets are eXx- | 
periencing an active demand, according 
to wholesalers in the metropolitan area. 





| 


Prices are firm and stocks generally 
sufficient. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 


Garage sets, $2.50 per set. 
of six or more, $2.25. 

Garage door holders, $1.65 per pair. 
In lots of six or more pairs, $1.50. 


In lots 





Growing Demand for Snow 
Shovels 


As the fall season advances, advance 
orders for snow shovels, pushers, etc., 
are increasing in good volume, accord- 
ing to wholesalers in the New York 
wholesale market. At present stocks 
are generally sufficient for current re- 
quirements and prices are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. O. B. NEW YORK: 

Snow shovels, long handle steel, $4 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.; 
Menzie, $9.60 doz. Snow Pushers, 
18 in., 83l%c. each net; 24 in., $1 each 
net. 


a ee ee 


Shovels Are Active in the 
New York Market 


With prices showing no tendency to- 
ward departure from prevailing levels, 
shovels continue among the more active 
items in the New York wholesale mar- 
ket. Stocks are generally good and the 
outlook for continued activity favorable. 


Screws in Good Demand 


The movement of screws in the New 
York wholesale market continued active 
during the past week. Stocks are gen- 
erally sufficient for current require- 
ments. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. 0. B. NEW YORK: 


Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent: Iron 
Bright, Round and Oval Head, 75 per 
cent; Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent: 
Brass, Round and Oval Head, 72% 
per cent. 

These discounts apply 
list of June 24, 1922. 

EX TRAS—20-10-10-5 per cent. 


to revised 
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Oil Heaters Are Moving Well 


The demand for oil heaters, par- 
ticularly in the outlying sections, con- 
tinues active. As the fall advances 
and cooler weather sets in, the demand, 
is expected to grow. Stocks are gen- 
erally sufficient. 


NESCO PERFECT OIL HEATERS 


Ph nL ie voces ceawndee sua 
ul, fas SEC. ie cmd ae bus des Ons 6.75 
A ee 7.00 
OE ee 8.50 
RR ES ee ee 8.25. 
is bins co atig eh ¥86668% 9.75 
OO 10.50 
i CE ke ine wien eins ciel 12.00 
No. 151, each (with floor pan). 7.50 
No. 1501, each (with floor pan). 9.00 
No. 0161, each (with floor pan). 8.75 
No. 1601, each (with floor pan).10.25 
No. 0191, each (with floor pan).11.00 
No. 1901, each (with floor pan).12.50 


Discounts in quantities less than 
10, 30 per cent. 

Discounts in quantities 10 or more, 
30 and 5 per cent. 


Linseed Oil Prices Holding 


During the past week the linseed oil 
market remained practically un- 
changed. Card prices of Sept. 30 are 
as follows: 

In lots of less than 5 bbls., 11.8c.; 
in lots of 5 bbls. or more, 11.4c.; Cal- 
cutta Linseed Oil in bbls., 15.7¢c.; Boiled 
Oil, 4/10c. extra per lb.; Double Boiled 
Oil, 5/10c. extra per Ib.; Oil in half 
bbls., 7/10c. per lb. additional. 


Improving Demand 
for Turpentine 


With wholesalers still quoting $1 per 
gal. ex-stock and $1.03 delivered in 
small lots, the turpentine market re- 
mains practically unchanged. Rosin 
in various grades is quoted as follows: 
B, $15.25; D, $15.50; E, $16; F, $16.50; 
G, $16.50; H, $16.60; I, $16.60; K, 
$16.60; M, $16.60; N, $16.65; WG, 
$16.95, and WW, $17. Rosin oil, first 
run, 80c.; second run, 85c., and third 
run, 90c. 


Tar, kiln, $15.50; tar, retort, $15.50, 
and pitch, $8.50 to $10. 


Brisk Demand for Rosin and 
Acid Core Solder 


With stock in good supply, a fairly 
active demand is reported for rosin 
and acid core solder. Prices are show- 
ing no marked tendency toward de- 
cline: 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


One-lb. spools, rosin and acid core, 
70%c. per lb.; 5 Ib. spools, 65%c. per 
lb.; 10-lb. spools, 65c. per Ib.; 20-Ib. 
spools, 64c. per Ib. 
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Once Up It STAYS Up 


That is the reason why every “Big Four” sold means a satis- 
fied customer. It is also the reason why thousands of pairs are 
being used in every section of the country. If you want the 
prestige and profits that are gained only by making satisfied 
| customers sell the “Big Four” Flexible Door Hanger. 


| Built to last—simple in construction with nothing to go wrong. 
Hanger made entirely of steel. Anti-fraction steel roller bear- 
ings give a free and easy motion to the door. Easier to attach 
than the clevis style hanger because it is fastened to but one 
| side of the door. Finished attractively and durably. 


The Silent Salesman shown above will make these features plain 
to the observer. Put one to work earning profits on your 
counter. 





National Manufacturing Company 


Sterling Illinois 
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Seasonal Merchandise in Demand in 
Cincimnati—Prices Holding Firm 


trade for seasonal and staple merchandise. 


(Cincinnati office of HARDWARE AGE) 


Despite the fact 


(J) esse NATI jobbers report an active demand from the retail 


that rainy weather in the past two weeks has retarded busi- 
ness in some lines, total sales in all commodities are running about 
parallel with those in the same period in 1925. The aggregate busi- 
ness during the first nine months of the year, however, is approxi- 
mately 5 per cent below that in the corresponding months last year, 
the loss having occurred in March and April because of the late 


spring. 


Builders’ hardware continues to attract more than ordinary at- 
tention because of the remarkable sales record made in this depart- 
ment in the past month. Activities have been so widespread that 
quotas set early in the year have been met, even though a few 
weeks ago most jobbers were considerably below their 1925 volume 


of business. 


Preparations for the coming holiday season are under way. Job- 
bers are beginning to take orders for special holiday packages and 
stock for the Christmas trade should be moving liberally before the 


end of this month. 


Prices have been well sustained in all commodities. 


Aside from 


a slight reduction in linseed oil, no changes have been made in the 


local market. 


Jobbers are soliciting business on rope at present 


schedules for delivery up until next May 1. 
Collections show a further improvement, but are only fair at 


beste 


Retailers declare that fall sales have been moderate in volume. 
They expect an increase in business as soon as colder weather sets in. 


AUTOMOBILE ACCESS ORIES.— 
There has been a further betterment in 
business, and the volume of sales in 
both August and September held pace 
with that in the same months last year. 
The total movement of goods in the first 
nine months of this year, however, fails 
to measure up to last year’s standard. 
A few inquiries for the holiday trade 
have appeared. Cold weather items, 
such as radiator and engine covers and 
tire chains, are beginning to sell. Prices 
are the same as they were two weeks 


ago. 

We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3%. cheap grade cord, 
$6.50 each; 30 x 3% medium grade 
cord, $7.50; 30 x 2% oversize medium 
grade, $8: 30 x 3% better grade cord, 
$9.50; 30 x 3% oversize better grade, 
10.50; 30 x 3% commercial cord, 
13.50: 29 x 4.40 medium grade bal- 
loon, $9: 29 x 4.40 better grade bal- 
loon. $11.50. 

Tubes.—30 x 3% medium grade in- 
ner tube, $1.40 each: 39 x 3% better 
grade, $1.75: 30 x 3% better grade ex- 
tra heavy, $2.10: 29 x 4.40 medium 

rade for balloon tires, $1.70; 29 x 4.40 
etter grade for balloon tires, $2.35. 

Flachlights.—Two-cell Yale tubular 
flash'ights with fiber or nickel case 
69c. each: three-cell Yale tubular 
flashlight with fiber or nickel case, 
S6c.: two-cell miner fiashlight with 
fiber or nickel case. $1.10: three-cell 
miner flashlight with fiber or nickel 
case, $1.24. 

Batteries. — Sma'l Yale monocells, 
$8.25 per 100; large Yale monocells, 
$9.25 per 100: two-cell baby tubular, 
$16.50 ner 100; two-ce!'l tubular. $19.25 
4 100; three-cell tubular, $27.50 per 


Tire Chains.—For less than 12 pairs, 








35 per cent off list: for 12 pairs or 
more, 40 per cent off list. 

Radiator and Engine Covers.—Ford, 
1924 and 1°25 models, $2.25 each; 
Ford, 1226 model, $2.35 each; Ford ra- 
diator cover only, for 1917-1926 mod- 
els, $1 each. 

Radiator Shutters.—For Fords, 1923- 
1926 models, $5.50 each; for Chevro- 
let, 1925-1926 models, $6 each; for 
Dodge, 1923-1926 models, $7.50 each. 
Discounts of 33% per cent apply on 
above prices for purchases in lots less 
than five; 40 per cent discourt on lots 
of five or more. 


AXES.—Sales have been rather slow, 
but jobbers are hopeful of an improve- 


ment in the near future. 


We quote from Cincinnati jobbers’ 
stocks: 

Dreadnaught single bit base weight 
handed axe, $19.50; Dreadnaught sin- 
gle bit base weight unhandled axe, 
$14.75: double bit base weight handled 
axe, $24.25: double bit base weight 
unhandled axe, $20. 


BOLTS AND NUTS.—The market is 
showing signs of strength. Prices are 
being well maintained by all of the 
jobbing houses, and shipments to the 
retail trade have been about normal. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off: small, 50 
and 10 off: stove bo'ts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off: larger sizes, 65 off. 


BUILDERS’ HARDWARE.—Contrary 
to the experience of many other cities, 
Cincinnati had a big increase in build- 
ing operations in September. In fact, 
the value of permits issued by the city 
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administration totaled $3,901,179, or 
almost double that in the same month 
last year. This upward turn helped 
to bring the aggregate value of per- 
mits for the first nine months of 1926 
up close to the record in the corre- 
sponding period last year. Jobbers 
state that they are extremely busy, and 
the past month has been the best period 
of the entire year. Prices are firm. 

We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light. 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

Hasps.— Common hinges, 70 off; 
safety hasps, 3 in., 95c.; single, per 
dozen, 4% in., $1.25: 6 in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper case lots, 3% x 3%, 1l6c. 
per pair net; 4 x 4. 27c. In less than 
case lots, 3% x 3%, 17c.; 4 x 4, 30c. 

Sash Weights.—Sash weights 1.90c. 

Inside Sets.—Square hevel inside 
sets in case lots, $4.75 a dozen. 

CARPET SWEEPERS.—Business is 
about normal. Shipments to retailers 
are fairly good, and dealers are car- 
rying liberal stocks. 

We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper 

per dozen; Universal japanned 
sweeper, $42 per dozen; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 
DENATURED ALCOHOL.—This com- 
modity is beginning to move at a mod- 
erate rate, although dealers are not 
stocking it except in small quantities. 

We quote from Cincinnati jobbers’ 
stocks: 

In drums of 52 gallons, 40c. a gal.; 
in lots of three drums or more, 39c. a 
gal. There is a charge of $6 for each 
drum, but this money is refunded at 
the end of the season. In gallon cans, 
65c. a gal.; in lots of 10 gal. or more, 
63c. a gal. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—The past two weeks have been 
a very active selling period for local 
jobbers. Material has moved at a good 
rate and the retail trade is demanding 
quick deliveries. 

We quote from Cincinnati jo bers’ 
stocks: 28-gage, 5 in., eaves trough, 
$5.75 per 190 ft.; 28-gage, 3 in., corru- 
gated conductor pipe, $5.50 per 100 
ft.; 28-gage, 3 in., corrugated conduc- 
tor elbows, $1.73 per dozen. 

FILES.—There has been no change. 
Prices are firm, stocks are ample, and 
shipments by jobbers have been satis- 
factory. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 

FIRE SHOVELS.—Good business has 
prevailed in this item in the past two 
weeks. Prospects are bright for con- 
tinuation of an active season. Prices 
are steady. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 80, 56c. each: No. 56 galvanized, 
95e. each; No. 9, $1.50 each; No. 11, 
$1.65 each. 


FOOTBALLS.—Jobbers are pleased 
with the results they have been getting. 
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HARDWARE AGE 


People are funny - - - 

They'll put up with a leaky ice 
box, a dull lawn mower, or a dirty 
clothes line, when a few dollars 
spent in your store would save so 
much time and temper! 

A dirty clothes line is worse than 
none at all, for it transfers the dirt 
into the clean clothes, leaving a 
black streak that has to be scrubbed 
out by hand. 

A clothes line, if properly made, 
will last for twenty years. We 
have some samples that have seen 
service for more than twenty-five 
years. But in these days of soft 
coal smoke, the line that is out in 
all weather soon becomes too grimy 
to use. It can’t be cleaned. It 
should be replaced. 
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now shell buy a 
clothes line— 


and expect it to last for 


twenty years! 


You can actually increase the 
market for clothes line if you let us 
feature it for you. Furthermore, 
in Black Bird you will have a line 
with talking points. It is made of 
strong cotton yarn, solid braided 
exactly as sash cord, but more flex- 
ible. It contains no loading or 
adulterants, is less likely to break 
clothes pins, and has very little 
stretch. It’s an all-weather line 
that doesn’t get dirty as quickly as 
unglazed lines. 

Let us increase your clothes line 
business for you. We have a small, 
handsome ,“silent salesman” that 
sure is a_ hustler. Want one? 
SAMSON CORDAGE WORKS, 
88 Broad St., Boston, Mass. 
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CLOT 


Along came 
a blachbird 
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TRADE MARK 






and snipped 
off her pee” 
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Stock has been moving well, despite the 
warm weather. 


We quote from Cincinnati jobbers’ 
stocks: 
BT, $9.50 per doz.; RML, $20.50 per 
doz.; RNGL, $31.50 per doz. 


GALVANIZED WARE.—A steady flow 
of business is coming into local job- 
bing houses. Reports of changes in 
price have been circulated, but they are 
unfounded so far as this market is con- 
cerned. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10 qt., $2.30 per 
doz.; 12 qt., $2.55 per doz.; 14 qt., 
2.99 per doz.; 16 qt., $3.40 per doz.; 


galvanized tubs, No. 1, $6.50 per doz. 


GLASS.—The wet weather has ham- 
pered business in this commodity, but 


sales have been fairly satisfactory un- 
der the circumstances. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A first 
bracket, 86 per cent discount; single 


strength B first bracket 
discount; single strength A first three 
brackets, 86 per cent discount; single 
Strength B first three brackets, 87 per 
cent discount; single strength A over 
the third bracket, 85 per cent dis- 
eount; single strength B over the 
third bracket, 86 per cent discount; 
double strength A, 85 per cent dis- 
count; double strength B up to 54- 
in., 88 per cent discount; double 
strength BKB over 654-in., 87 per cent 
discount. 


LADDERS.—Activities have been sus- 
tained at a moderate pace. Retailers 
have diversified stocks, and prices are 
firm. 
We quote 
stocks: 
Rodded ladders, 24c. a ft.; 
ladders, 20c. a ft. up to 16 ft.; 


sion ladders, 30c. a ft. 
best grade ladders, 


, 87 per cent 


from Cincinnati jobbers’ 


single 
exten- 
up to 32 ft.; 
50c. a ft. 
LAMPS.—Retailers are pleased at the 
volume of merchandise they are mov- 
ing. The jobbing houses report a fair 
demand from their customers. 

We quote 

stocks: 
Quick Lite gasoline lamps, C317, 


$7.40: C329, $6.25: C318, $7: C324, $7; 
_ Lite lanterns, L327, $5.25; L427, 


from Cincinnati jobbers’ 


MOPS.—Little change has taken place 
in this commodity. Prices are the same 
and shipments to retailers have been 
good. 

We quote from Cincinnati joobbers’ 


stocks: O'’Cedar line with handles, 
No. 3, $12; No. 4, $8; No. 5, $10; No. 
8, $12; No. 15, $6. 


N AILS.—Business has held up well in 
this territory. In fact, there has been 


a slight increase in sales. Prices are 
firm. 
We quote from Cincinnati- jobbers’ 
stocks: 


Common wire nails, $2.95 per keg; 
cement coated nails, $3.05 per 100 Ib. 
keg. 

OIL HEATERS.—A short cold snap 

about a week ago brought out an active 

demand for this item, but the subse- 

quent warm weather has acted as a 

deterrent upon sales. A good season is 

looked for, however, by local jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 

Nesco, No. $3.70; No. 15, $4.65: 
No. 016, $5.50; Iter 0190, $7. 


PAINT.—<Activities have fallen off be- 
cause of the unusually wet weather 
which has prevailed in the past two 


weeks. 
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Otherwise prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 
rel, S86c. per gal.; turpentine, in 2- 
barrel lots, 93c. per gal.; white and 
red lead in 500-lb. kegs, 15%c. per 
lb. less 10 per cent. 


PYREX WARE.—This commodity 
trade. 


ent needs. 


We quote from Cincinnati jobbers’ 
stocks: 


Round Casseroles.— No. 621, 60c. 
each: No. 622, $1 each; No. 623, $1.17 
each; No. 624, $1.33 each. 

Square Casseroles.—No. 653, $1.17 
each. 

Oval Casseroles.—No. 632, $1 each; 
No. 633, $1.17 each; No. 634, $1.33 
each. 

Round Pie Plates.—No. 205, 17c. 
each; No. 208, 50c. each: No. 209, 
60c. each No. 210, 67c. each; No. 211, 
73c. each. 

Round Pudding Dishes. No. 021, 
40c. each; No. 022, 57c. each; No. 023, 
67c. each; No. 024, 80c. each. 

Square Pudding Dishes.—No. 053, 
67c. each. 


Oblong Bread or Loaf Pans.—No. 
213, 17c. each; No. 212, 60c. each; No. 
214, $1 each. 

RADIO BATTERIES. — Demand has 
been stimulated by the annual Radio 
Show now being held in Music Hall in 
this city. The world series also has 
been a factor in local sales of radio 





From One Who Knows 


If you don’t feel just right, 

If you can’t sleep at night, 

If you moan and you sigh, 

If your throat feels dry, 

If you don’t care to smoke, 

If your food makes you choke, 
If your heart doesn’t beat, 

If you’re getting cold feet, 

If your head’s in a whirl— 


Why not marry the girl? 











batteries. Many baseball fans are tak- 
ing advantage of the opportunity to 
listen in on the games. Prices for this 
season are given below. 


We wae from Cincinnati jobbers’ 
stocks 
Less than In Unit 
Init Packages 
Packages of 50 
Each Each 
‘“*A”’ batteries, No. 6.. $0.37 $0.32 
“B”’ batteries, 5156.... 1.22 1.14 
“RB” batteries, 2156.... 1.40 1.30 
“B"’ batteries, 2306.... 2.80 2.60 
“RR” batteries, 2308.... 2.80 2.60 
“B” batteries, 10308 .. 3.85 3.58 
“C”’ batteries, 2370.... .42 .39 


ROOFING MATERIAL.— Sales con- 
tinue to be exceptionally good, and the 
fall season promises to be considerably 
ahead of that last year in total busi- 
ness. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.— Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red, and green slate 
surface, $2.10. 

Roofing Coating. —Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 





There has been a further re- 


barrel lots, 28c. per gal; coal tar, 
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duction of 2c. a gallon in linseed oil. 


is 
beginning to move for the holiday 
Sales have been good and stocks 
carried by retailers are ample for pres- 
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in 


crude, in barrel lots, 24c. per gal.; 
half barrel lots, 27c. per gal. 

Roofing Cement. —Liberty elastic, 1 
Ib., 12¢c.; in 5 lb. cans, 94ec. per lb.; 
in "10 lb. cans, 9c. per Ib.; in 25 ib. 
cans, $c. per lb.; Certain-teed cement, 
36 Ib. to the case, $4.25 per case; in 
5 lb. cans, 12 cans to the box, 8'%c. 
per lb.; in 10 Ib. cans, 6 cans to the 
box, 744c. per Ib. 


ROPE.—The prices quoted below are 
guaranteed on orders taken in October 
and November for delivery up until next 


May 1. 
We quote from Cincinnati jobbers’ 
stocks: 
Best grade Manila rope, Ocean 
brand, 234c. per lb.; Plymouth brand, 
2414c. per Ib. ; sisal rope, 15%c. per Ib. 


SCOOTERS AND SIDEWALK CY- 
CLES.—Business has been fairly active, 
although retailers had expected a bet- 
ter business than that which has ma- 
terialized to date. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 110, $3 each; No. 111, $3.20 each; 
Scootaway, $2.30 each; Rideway, $3.10 


each; Sidewalk cycle, No. 11, $10.65 
each; Sidewalk cycle, No. 12, $12.60 
each 

STEEL SHEETS.— Jobbers report 


that sales have been good in the past 
two weeks. The demand for galvanized 
sheets has been exceptionally good. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized sheets, No. 24 gage, 
$4.90 per 100 Ib.; black sheets, No. 24 
gage, $4.05 per 100 lb. 


SLEDS.—A few scattered orders have 
been placed with local jobbing houses, 
but little activity is anticipated until 
the first snow of the winter falls. 


We nee from Cincinnati jobbers’ 
stoc 
Sanibtn Sleds.— No. 96, $11.25 each; 
. B20. , $14: No. 200, 
$16.50; ‘No. " Flexible Fly- 
er, 3344 per cent off list. 


WEATHER STRIPPING.—Dealers are 
well stocked to care for the demand 
which will develop this month. The 
warm weather has retarded sales some- 
what, but jobbers have moved a liberal 
amount of stock recently. 


We quote from Cincinnati jobbers’ 
stocks: 


Wood and rubber weather strip- 
ping, No. 1, $16.50 per 1000 ft.; No. 
1%, $23.25 per 1000 ft.; No. 4, $33.40 
per 1000 ft.; No. 7, $40 per 1000 ft. 

a and felt weather stripping, 


No. $18.50 per 1000 ft.; No. 71%, 
$26 hand 1000 ft.; No. 75, $44.50 per 
1000 ft. 


All rubber weather stripping, No. 9, 
$2.25 per 100 ft.; No. 10, $3 per 100 ft.; 
No. 11, $3.75 per 100 ft. 


WHEELBARROWS.—tThe retail trade 
continues to take a normal supply of 
this commodity. 


We quote from Cincinnati jobbers’ 
Stocks: 

Cheap steel tray wheelbarrow, $3.90 
each; pan-American tray wheelbar- 

w, $5.25 each; contractor wheelbar- 
row, $5.60 each; concrete wheelbar- 
row, $6.50 each; tubular wheelbar- 
row, $6.60 each. 


WIRE GOODS.—Prices for the fall 
season are given below. 


We quote from Cincinnati jobbers’ 
stocks: 


Black annealed wire, $3 per 100 Ib.; 
galvanized wire, $3.45 per 100 Ib.; gal- 
vanized 4-point barbed hog wire, $3.43 
per 100 lb. in 80-rod ree!s; galvanized 
4-point barbed cattle wire, $3.17 per 
100 Ib. in 80-rod reels; galvanized spe- 
cial 2-point barbed hog wire, $2.39 per 
100 lb. in 80-rod reels; galvanized spe- 
cial 2-point barbed cattle wire, $2.25 





per 100 Ib. in 80-rod reels. 
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Good Luck 
— Jar Rubbers 
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Made with one large lip instead of two smaller ones 
because the large lip is easier to grasp and break the seal 


Boston Woven Hose 


€§ Rubber Co. 


Makers of Quality Rubber 


Goods for Fifty Years 


Works: 
Cambridge, Massachusetts 


Postal Address: 
Box 5077, Boston, Mass. 
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Hardware Sales Consistent in Pittsburgh 


Weather Has Retarded 


(Pittsburgh office of HARDWARE AGE) 

HERE is a fairly good business in hardware in this district, 

and yet it is hard to find a jobber who expects that the year’s 

business will equal that of 1925. The vagaries of the weather 
this year have cost the trade quite a little business. The spring 
was late in arriving and so also was the summer, and while business 
developed strongly when the weather was seasonable, the curtailment 
of the selling period was something that could not be overcome. 
Advance buying has not been of the usual proportions this year and 
the tendency on the part of retailers to keep down their inventory 
and depend on the jobbers and manufacturers to provide the goods 
when they are required, shows no abatement, but on the contrary 
seems to be growing more pronounced. Those hardware items 
associated with keeping the home warm such as weather strip, heat- 
ers and heating accessories, have all been doing well lately under 
the stimulus of cool weather. Hunting supplies also are doing well, 
but activity in these lines alone is hardly sufficient to offset com- 
paratively light demands in other directions. No important price 
changes are reported. Collections are fairly good. 








BATTERIES.—Good demand still is | . , | 
reported for batteries, notably those for Na e172, 31) iD Pa NO. 673, Sug 


radio use in this district. Jobbers quote: Oak Kegs.— 

Jobbers’ quotations to retailers — —— White Oak 
f.o.b. Pittsburgh: 5 gallon $1.45 

10 galion 1 1.90 

15 gallon 2. 2.15 

20 gallon > 3. 2.40 
BOLTS, NUTS AND RIVETS.—There 
is a steady demand for small lots of 
bolts, nuts and rivets at unchanged 
prices. 

We quote out of jobbers’ stocks as 

No. 6 dry cells, ignition type, unit follows: 
packages, 32c. each; broken, 36c. Machine bolts, small rolled threads, 

te aa 935, I*ec. each; No. 50 and 10 per cent off list; all sizes 
950 10%c. No. 790, 22c.; No. 705, cut threads, 50 per cent off list; car- 
21%c.; No. 750, 18c.; No. 761, 24c riage bolts, small rolled threads, 50 

Hot Shot.—No. 1461, $1.70; ‘No. 1662, per cent off list: all sizes cut threads, 
$2.35. 45 per cent off ay ae — . 
. . and 10 per cent off list; tire bolts, 
BEVERAGE AND PRESERVING and 10 per cent off ty poae, hot 

»p  — : : pressed, square, pe in 3 Ib. 

SUPPLIES. The preserving season is bewes, Mim. $26 por 160: 6/6 tn.. 
drawing to a close and preserving sup- $14: % in., $11: % in., $10: 5% in., $10; 


: +31) 3 . ¥% in., $8: % in $7.50; rivets, small 
plies, though still in fair demand, are wagon ané tinnere, ak per cont off 


not moving with nearly the freedom list. 

they did a few weeks ago. Good call | GALVANIZED TUBS AND PAILS.— 
still is noted for oak kegs. Jobbers | These lines usually sell well at this time 
quote: of the year and this year is no excep- 


Bottles and Caps.—Quarts, $9.50 per tion to the rule. Jobbers quote: 
gross; caps, 20c. to 22¢. per gf 038; 
stoppers, $2.25 per dozen; cappers, Pails, 12 qt., $2.50 per doz.; 14 qt., 
$10.50 per dozen. $2.85; tubs, No. 2, nlain, $7.50 per 
Stra.ner Sets.—Eveready in dozen doz.: No. 3, plain, $8.50: No. 22, with 
lots, strainer stand, $4 per dozen: | wringer attachment, $8.25; No. 33, 
Stiainer bag, $2 per doz.; filter bag, with wringer attachment, $9.50. 


$4 per doz. No. 1021, $1.25: |GAME TRAPS.—Very steady demand 


Scales. —Universal, . 
No. 11021, $1.55; No. 19221, $2.50; No. is reported, as is usual at this time of 
) 
Mason, Sere, —Pints, $8.80 per gTOSss; the year. Jobbers quote: 
quarts, $10.10; 2 quarts, $13. C ‘ ry N 28 . 
Jar Rubbers.—Double lip oa: ae. Victor, Rot sas: Tricnon a 
per gross. $1.38: jump, No. 1, $1.83: Gibbs, 2- 
-cannin Racks.—No. 1, single jar, trigger, $5 per doz.; single grip, No. 
0c. per doz.; No. 2, 8 jar, $3.60 per | 1 $188: No. 2, $3.35; No. 3, $5.50; No. 
doz.; jar wrench, Tic. per doz. 4, $6.70 
saat ——Enterprise. No. | ‘ S . T 
each; Juicy, 3 $3.50 each: GLASS AND PUTTY.—tThere is 
6 qt. $4.30; 12 qt., tt Brighton, 2 at., : od ad df 1 | ° hei va 
$3 each: 4 at., 34° 60; 10 at, $7, - * — or on sales being 
ider Presces.—Eagle, etahe tub, elpe the usual desire i 
$12.10 each; Eagle Junior, $24: Cant- th = y h inst ld . rs cs sig 
clog. single tub, $14.85. . e “seg eepnnnr je. ; ge er asts, 
eat oppers. — Enterprise, No. ut there is Oo e c iti 
12, $5.25 each; No. 22, $9: No. 32, $11. som teen " wpe — 1 Gmnpeciicen 
Kraut and Slaw Cutters. — Slaw or business and prices still are irregu- 
cutters, Rapid, $3 per doz.; No. 625, lar. Prices to retailers: 
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Glass, single strength, A and B, 84 
per cent off list; double strength, A. 
84 per cent off list; B, 86 per cent off 
list: putty, $6.75 per 100 lb.; glazing 
points, 20c. per Ib. 


GUNS AND LOADED SHELLS.—Con- 
tinued good movement of loaded shells 
is reported and a fair demand exists for 
shot guns. More interest is observed in 
rifles, particularly the high powered 


ones for big game. Jobbers quote: 


Shot Guns.—Double barrel, Ithaca 
field, hammerless, $30.50 each; No. 1, 
$38.30; No. 2, $46.55; Winchester re- 

eating, No. 97, hammer $31.80; No. 12 
— rless standard, $37. 50% tourna- 
ment, $56.85. 

Rifles.—Winchester, No. 56, sport- 
ing, $16.35 each; No. 57, target, $19.10. 

Savage, No. 1899-E, $30.60 each; 
No. 1899-F, $33.85; No. 1899-G, $37.50. 
Winchester, No. 1894 solid frame, 
25.90: take down frame, $35.40. 

Loaded Shells.—Winchester, repeat- 
er, R-76-D. soft, $34.74 per 1000; 
chilled, $36.85. 


HEATING ACCESSORIES. — Cool 
weather has stimulated the demand ma- 
terially and a really good movement of 
items under this heading is in progress. 


Jobbers quote: 
Asbestos.—Sheet mill board, 3/16- 


: 22 x 30 in., 31c. 24 x 30 in., 35c. 
Fiber in \- Ib. packages, $2. 40 per 
dozen, %-lb. packages, 50. 

Coal Hods.—Japanned, 16 in., $3.40 
per dozen: 17 in.. $3.60; galvanized, 
16 In., $4.65; 17 in., $5; 18 in., $5.50. 

Fire Shovels.—Stamped sheet steel 
japanned, flat hand’e, 50c. per doz.; 
round handled japanned, 60c._ to 
$1.10; galvanized, $1.10. yt phd 
Break No. = $4.25; No. 16, $4.60; 
No. 20, $4.8 

Gas 5 —Lead, 12 In., 25c. 
each: 18 tn.. 3M%e.: 24 Iin., 37¢.: 30 in., 
40c.: 36 in.. 45¢. Flexible "steel tubing, 
3-ft. lengths, 12c.; 4 ft., 18e.: 6 ft., 
18¢c.:; 6 ft., 22c. Cloth inserted tubing, 
5c. per ft. 

Stove Boards. — Wabash, square, 
paner lined, crystallized, 18 x 18 in., 
$6.25 ner dozen: 24 x 24 In.. $7.50; 
26 x 26 in.. $8: 28 x 28 In., $9 RN: 20 x 
20 in., $10.80: 32 x 322 in., $13.20: 35 x 
35 In.. $16.20: wood lined. ervstallized, 
24 x 24 in., $12.60: 26 x 26 Iin., $15: 
28 x 28 in., "$18: 30 x 30 in., $20: 33 x 
33 in., $24: "86 x 26 In. $29. 

Stove Pipe and Elbows.—Po'ished 
hive nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage. 6 in., 
$15 per 100 ioints: elbows, $1.48 per 
dozen. Nickeled stove pipe, 4 iIn., 
rey per joint: elbows, 75c.; collars, 

Cc. 


LANTERNS.—Demands are holding up 
well and prices are unchanged. Job- 
bers quote: 

Acetylene, No. 12, $4.50 each: sport, 
$5.50 per doz.: Dietz Monarch, $8 per 
doz.: Junior, $8 50: Little Wizard, $9; 
Blizzard, $13: D-Lite, $13; dash, $14; 
Junior wagon, $17.25. 

OTL HEATERS.—tThe kind of weather 
that requires some heating of houses is 
here and with it comes a stronger de- 
mand for oil heaters. Jobbers quote: 


Nesco, No. 12, $3.75 each: No. 15, 
4.75 each; No. 16, $5.50 each. Re- 
op No. 20, $4.60 each; No. 30, $6 
each. 


PAINTING SUPPLIES.—There has 
been no change in prices since a week 
ago. Business is fairly good, but there 
is no genuine satisfaction over sales. 


Prices to retailers: 
Ready mixed paints, best grades, 
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profitable 


Steel walls, special 
insulation, Weight 
about gO pounds. 
Any man can put it 
up aid have hfe- 
time protection for 
his valuables. 








and~/Nothing else like it 


The Murphy Wall Safe offers you a wide mar- 
gin on a non-competitive product that is new 
enough to have all its possibilities ahead of it 
but old enough to back your sales effort with 
records of performance. 

It is the only safe you can fasten to the wall 
of a finished house. Thus every family with 
valuable papers, jewelry, or treasured keep- 
sakes should have and can afford this lifetime 
protection against loss, fire and theft. 

There is no way—except by cutting out a 
section of wall—to remove the Murphy Wall 
Safe when the safe is closed. The door can’t be 
jimmied. The silent combination lock can not 
be picked. Even experts have tried to win the 
standing offer of $100 to open the safe—and 
all have failed. 

The Murphy Wall Safe has been tested in 
forced draft boiler fire boxes without the papers 
inside being even curled by the intense heat. 

The Murphy Wall Safe sells. In one evening 
of house to house calls one man in a city of 





25,000 sold five safes. One dealer on the west 
coast—a lumber dealer—sells a safe with prac- 
tically every house bill. In one city of 80,000 
there were 250 Murphy Wall Safes installed in 
less than three months’ time. 

Farmers especially need the protection a 
Murphy Wall Safe gives. You, of all mer- 
chants, serve the farmer himself as well as your 
fellow townsmen. Probably not a customer 
comes in that is not a prospect for this safe. 


Special Offer 


We have a special offer to make on the Murphy 
Wall Safe that will give you rapid turnover. 
This offer is not one that will “stock you up.” 
It gives you opportunity to turn over a small 
stock rapidly at a good profit on a new product 
of universal sales possibilities. 

Write for this offer and for details of our sell- 
ing helps, window display and more complete 
description of the safe. Better get your letter 
off to us today. 


MURPHY DOOR BED COMPANY 


WALL SAFE DIVISION 


22 West Monroe Street ’ 


v y y 


Chicago, Illinois 


Makers of the nationally famous Murphy In-A-Dor Beds 
































$2.85 per gal'on; lower grades, $2.25; 

white lead, 15%c. per Ib. in 100-Ib. 

lots; 10 per cent less in lots of 500 Ib. 

or more and extra 4 per cent less 

in lots of a ton or more; turpentine, 

$1.06 per gal. in barrel lots: raw lin- 

seed oil, 12.4c. per Ib. in barrel lots. 
POULTRY NETTING.—Discounts for 
the coming season are the same as those 
for the past season, or 50, 10 and 10 per 
cent off list for galvanized netting be- 
fore weaving and 50 and 10 per cent off 
list after weaving. 


ROOFING PAPER.—Continued steady 
demand for roofing paper is noted. Job- 
bers quote: 


light, $1.40 per roll; medium, 


$2.20; Battleax, light, 
$1.45; heavy, $1.70; 
$2.30. 
SHOVELS.—Sales are steady enough, 
but not in very heavy volume. Jobbers 
quote: 

Class C, No. 2 polished, $12 
Class B, $14; Class A, $15. 
TOOL CHESTS (JUVENILE).—There 
is a growing market for boys’ tool 
chests, especially for those equipped 


Ape Z 
$1.75; he avy, 
$1.20; medium, 
mineral surface, 


per doz 


with a good quality of tools. 
cent years these chests have been very 
popular for Christmas 
jobbers are looking for an even greater 
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In re- 
presents and 


demand this year than previously. 
TORCHES.—Good steady demand for 
torches still is reported here. Jobbers 
quote: 


Turner 
each; 45 qt., 


$5.76 


Master Laine, 43 qt., 
$7.08 


$6.53 each; 47 qt., 
each; 48 qt., $7.18 each; 49 qt., $8.54 
each; 52 qt. (Flat), $6.96 each. Tur- 
ner Standard Line gasoline-kerosene, 
$5.33 each; 14 qt., $5.76 each: 
22 qt., $6.53 each; 30 qt., $6.91 each; 
38 at. $5.76 each; 39 qt., $6.05 each; 
92 , $6.79 each; 94 qt., $7.42 each; 
105 =. $4.88 each; 205 qt., $5.23 each. 

Dreadnaught, No. 38, $4.75 each; 
No, 31, $5; Clayton & Lambert Co., 
No. 146, $4.20; No. 210, $5.40. 


WEATHER STRIP.—Cool weather has 
stimulated a desire for protection 
against even lower temperatures, and 
weather strip is beginning to move with 
a good deal of freedom. Jobbers quote: 


Wood and felt, % in., $1.80 per 100 
ft.; % in., $3; cushion, all felt, ™% in., 
$2.4 0: % ‘in. $2.80 In., $3.25; all 
rubber, ly in.. $2.40: % in., $3.25; 1 
in., $4. 


9 qt., 


oo; 


WIRE PRODUCTS.—Demands 


(Per 100 Ib.) 
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indi- 
vidually are small, but they are fairly 


numerous in nails and wire. 


We quote from Pittsburgh jobbers’ 
stocks: 


nee Wire . . 
Annealed Galvanized 


No. 
No. 10 
No. 
No. 
No. 
No. 
No. 
No. 


Barbed wire (per 80-rod spool): 
2-point cattle $3. 
2-point 
4-point 
4-point 
2-point 

Field 
rods): 


g 
cattle (special) 


Woven Wire Fence (per i00 


$30.00 
zt 7 


Posts: 


Steel Fence 
5 ft. 


50c. each 
A Pe. each 
ibe. each 


‘ —_ 
Bright nails, base, per keg, $2.95 
$3. 








Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. 
nacle, Jan. 24, 25, 26, 27, 1927. 
Sheely, secretary-treasurer, 
Meyer Kiser Bank Building, 
apolis, Ind. 


IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, eae County Armory, 
Louisville, Feb. 1, 3, 4, 1927. J. M. 
Stone, secretary- te He 202 Repub- 
lic Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 


G. F. 
911-913 
Indian- 








Exhibition at Cadle Taber- | 
_CIATION CONGRESS, Mackinac 





Avenue, Grand Rapids, exhibit man- 


ager. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MIssouRI RETAIL [TIARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Stat er, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. O. McAllister, secretary, P. O .Box 
513, Boulder, Colo. 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, 
Hotel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 


| Philadelphia, Pa. 


NATIONAL RETAIL HARDWARE AsSOo- 
Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 





OH1I0 HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND ‘EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 34th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND ExX- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Blidg., Dayton, Ohio. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4. 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- treas- 
urer, Stevens Point. 
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= HOUSE FURNISHING 


fe . te ty Ohl rg ed Brn Sag de — 5 eS 
, : et a ee oe ge taps ; is tage ee ic hashes. de ’ . > ~ soe 
. _ 


Hardware Store of West & Langdon, 665 East Main St., Bridgeport, Conn. 


A Representative Hardware Firm 
That Finds Plymouth Rope 
Profitable 


The firm of West & Langdon is well known in Bridge- 
port and Stamford, Conn., where they conduct a 
hardware store in each city. 


Mr. Langdon has charge of the store shown above and Mr. 
West of the store at Stamford. They have handled Plymouth 
Rope about ten years and find it highly satisfactory. They 
consider Plymouth Rope a profitable line to sell because it 
has an established reputation in that territory. 


Many hardware dealers are giving more and more attention 
to the rope end of their business. Their preference for Plym- 
outh Rope is due to its uniform strength, pliability and 
smoothness. You can recommend Plymouth with the as- 
surance that the quality will always merit your confidence 
and endorsement. 


Plymouth Cordage Company 


North Plymouth, Mass. Welland, Canada 








SCS | WEST So ToS CFR ||  e~" EF a SHCA S 
bf eeu | | WEST & LANGDON) es HARDWARE. 









MR. LANGDON 
Manager of 
The Bridgeport Store 








If your Jobber does 
not handle Plymouth 
Rope, write us for 
name and address of 
nearest jobbing depot 
in your state. Always 
look for the Plymouth 
Trade- mark on the 
coil. 
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The Jeorden. Creed 


9 
E BELIEVE that business is not an abstract 
thing. We believe that business is nothing 
more under the sun than an aggregation of Human 
Beings banded together in their efforts for a definite 
purpose. 





And so business is subject to those same reactions, 
those same emotions and temperaments to which 
human beings are subject. We have tried to human- 
ize our business relations—to develop friendships— 
and thus build our own and our Customer’s business 
on the firm foundation of Confidence. 


We are conscious of the tremendous obligations in- 
volved in such a relationship. 


One cannot knowingly prostitute the sacred bond of 
friendship nor the resulting mutual confidence re- 
posed in friends. 


Every phrase—every element of a friendly relation- 
ship must take that into consideration. 


And so Horton Washers and Ironers must be as 
good as we are humanly capable of making them in 
order that we may keep faith with our friends. 


HORTON MANUFACTURING COMPANY 











Acluated By This 
Spirit 
It is a pleasure to announce the new Horton Automatic 
Ironer—Gas'and Electric Heat. 


Graceful in design—sturdy—a marvel of efficiency and 
a revelation of simplicity and ease of operation. 


Words are inadequate to fully describe its dominating 
supremacy. 


We will gladly send literature fully describing this 
latest and perhaps greatest of Horton creations, which 
experts have pronounced above criticism. 


THE COMPLETE HORTON LINE 


HORTON AUTOMATIC HORTON NO. 33 
IRONER—30 inch Roll HORTON NO. 40 HORTON NO. 34 Wood Tub Electric Agitator. 
Gas and Electric Heat Three Cup Suction Washer Submerged Agitator Washer Washer 


HORTON NO. 3u HORTON NO. 22 HORTON NO. 23 HORTON NO. 35 


HORTON NO. 33-P Peerless Water Motor Miracle Hand Power Motor High Speed Hand Single Cup Vacuum Hand 
Wood Tub Power Washer Washer Washer Power Washer Power Washer 


HORTON ‘MANUFAGTU RING CO. 


1014 Fry Street - . Fort Wayne, Indiana 














October 14, 1926 







WO days a year the 
hardware store of 
Waldo & Branham, Ellis, 
Kansas, takes on a gala 
Gees) appearance. There are 
Guywatoo colorful decorations, 
band concerts, and dancing in the 
street. Outside the store, factory 
representatives and salesmen 
demonstrate their products in 
specially erected booths. 


The event? The “Spirit of Progress 
Carnival.” Last year it cost less than 





$100 and brought in more than $700, 


[ watch| 


The Perfection Stove cooking 
demonstration held by a 
Perfection salesman as a 
carnival event brought fine 
results. Invitations were sent 
to the women of Ellis, a town 
of 1800 population, and to 
the domestic science classes 
of the high school. Morethan 
200 attended, some folks 
coming from 20 miles away! 








Intensive Demonstration 
The Perfection salesman cooked all 


kinds of food—steaks, cakes, eggs, [i sssssseeee 


Nationally 
Advertised ® 


atch 


this magazine 
next month for 
another inter- 
esting Perfec- 
tion story. 
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hot cakes, etc. He cooked on a 
Superfex, a 133, and a campstove, 
to show the efficiency of all Perfec- 
tion Stoves. White utensils were 
used as far as possible. The audi- 
ence was much impressed that pans 
stayed clean and soot-free, even 
when the high, yellow- 
tipped flame was used. 


A Regular Party 
The carnival spirit 
was carried out by 
letting the women 

“sample” Perfection 
cooked foods, to their 
great satisfaction. 
After watching 
the easy oper- 
ation and tasting 
the tempting 
results, they 
o-snuecinaniaat 
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Perfection Display 
at Waldo & Branham’s 





fection could not be beat.” And 
several sales of expensive Per- 
fections resulted. 


The demonstrations were also an- 
nounced in “The Spirit of Prog- 
ress.” This is the monthly house 
organ which Waldo & Branham 
mail to more than 900 families. It 
is a four-page multigraphed paper 
crammed with good sales talk, 
timely store announcements and 
interesting community news. 


Perfection Cooperation 

“But this frolic of mirth and mer- 
chandise, the ‘Spirit of Progress 
Carnival,’ is one of the best adver- 
tising stunts we have ever tried,” 
says Waldo. “And the cooperation 
of the Perfection Stove Company 
helps materially in making it so 
successful.” , , 


PERFECTION STOVE COMPANY 
Formerly The Cleveland Metal Products Company 


7609 Platt Avenue, Cleveland, Ohio 
In Canada, the Perfection Stove Co., Lid., Sarnia, Ont. 


Important: Sell only genuine Perfection 
wicks for all Perfection and Puritan Stoves. 
Others cause trouble. Be sure wicks are 
stamped with red triangle. 


4,500,000 
In Use 
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Staple Goods Moving in New England 
Territory—Holiday Lines Slow 


| . (Boston office of Harpwark Ace) — | ELECTRIC APPLIANCES.—Although 
TAPLE goods are still selling freely in the Boston market, ac- | the retail hardware dealer is meeting 
cording to the jobbing trade. The movement is all the more | stiff competition from local electric 


significant in view of weather conditions. On the other hand, | !#hting companies, he is managing to 
get a fair share of current electric ap- 


it is difficult to interest the average retail dealer in holiday goods. lees beeieees Same of thoes eabel 
With high temperatures and several sticky days the past week, | ers making it a practice to push such 
people were thinking more of straw hats and ice cream than they | goods are securing especially gratify- 
were of hockey sticks, ice skates or snow shovels. Home fires | ing results. 

started the previous week were allowed to go out, consequently re- —s_,, Yet’ rem Boston jobbers’ 


at - . : ; | Hair dryers, Nos. 1 to 7, $7.10 each 
tail hardware buying of stove shovels, coal hods and ash sifters ae tn ee wy an 


dropped to a minimum. The fellow contemplating the putting on | $3.50 to $3.75. Vibrators, $8.76 and 
of storm windows changed his mind, consequently his interest in | GALVANIZED WARE. — Galvanized 
hangers and other accessories almost faded out of the picture. ware is moving out of jobbers’ stock: 
There was, however, a large amount of outdoor and inside work ac- | each day, but shipments are quite a bit 
complished during the week, which necessitated staple hardware, and | less than they were a week ago. 
in addition an excellent over-the-counter business in numerous small a eee Crom. Remten jebherw 
items carried by the average retail dealer. In the aggregate retail Pn ty Me ge ee wes at., $5.10 per 
sales for the week compared favorably with those of the previous 5.67; 14 qt., 50 Ib. to t the doz. $7.31. 


“ . ° $15.44 er 
week, and shipments by jobbers made an excellent showing. So “in 





ach 


far as price changes go it was a colorless week. The acute depres- “gy 190, $4: No. 171, a No. 
sion in raw cotton prices has not as yet influenced the New England gp hw idishiiends Yee tm 4 
textile situation to any appreciable extent. Cotton mills are busy, eS eed ee ie. J. 
consequently the purchasing power in mill towns and cities has not No. 3, $13. 

lessened. Woolen goods makers are busier than they have been in | SNOWSHOES AND _ SKIIS.—Orders 


a long time, and machine shops and industry in general are going booked by jobbers for snowshoes and 


o» 














quote from Boston jobbers’ 





We quote from Boston jobbers’ 


trade is still optimistic. Collections are a little slow. bers that retail dealers cleaned up well 
stocks: 
Lacdies,, 11 x 42 in., $6.50. 
cessories. As temperatures rose, how- ¢ 1 king 7 
0 - nd tor a Inds anc t, JO, +» 99.00; 
is a growing dema ' 4.15; 7 ft., $4.85; 7% ft., $5.35; 
stocks: | We quote from Boston jobbers’ | 6% ft., $1.90; 
doz. net; five pocket, | 3.34; tapered, and straight shank, 50 and each net; 4% ft., wood washer, 30c. 
per cent discount; drills and counter- kinds of wrenches is in a healthy condi- 
s offere » retail « er ratchet drills, Pe 
holiday goods offered the retail deal wood boring brace bits, 50 per cent consequently it is necessary to buy for 
< r. e =Ts é i 2 aad ‘ > ‘~ ti 5-6 1k, md 
any. Jobbers have quite a large num- | and 10 per cent discount; 15-64 to % them this year. 
We quote from Boston jobbers 40 and 10 per cent; electricians’ drills, in., $15 doz.; 8-in., $18; 10-in., $22: 
+. : _ 5 20: 2 
each net, Ace, $5.2 Velie, Sot discount: bright square and T. 5S. Key Model.—Coes, 28-in., $18 each: 
» . ° ) . 
$14.21; Overland, $14.67; Stutz, 913.26; tapered pins, 40 per cent discount: pe the eine Aweamainas 
$7.26; . and ladder, $9.75; dump reamers, 20 per cent discount. list. 
Westcott, 25 per cent discount: agri- 
We quote f.o.b. factories: 
. . ° ° slow! . . S 90 . . S- Or. M ‘ 
buildings in order for the winter. | of spt - Service Set, 915.20. -No. 20%. 
stocks: Doors. — Combination screen and Screw Driver Blades, $3.40. All 


: : : . skiis are relatively larger than those 
‘lip. Naturally the retail and jobbing hardware “ship 
along at a good clip t y J & for sleds. It is presumed by the job- 
ae last Christmas on shoes and skiis. 
AIR MOISTENERS.—Quite a demand ;——~—— : : ns nat a ene 
for air moisteners sprung up early in | CUTTING TOOLS.—With New Eng- | ee ee) ee eee 
the week, the aftermath of previous | land machine shops growing progres- Snow Shoes.—Oxford, 12 x 46 in., 
, : ‘a ; 7.30 air es a 8 ; 7.30. 
buying of stove, furnace and heater ac- | sively busier, and with most of them) $7.30 a pair net 48 in., $7.30 
buying working tools as needed, there Skiis.—Oxford, 5 ft., $2.40 a pair 
. % ft., $2.95; 6 ft 3.65; 6% ft., 
ever, it flattened out. ° $2.95; 6 $3.65 ‘+ fl 
We quote from Boston jobbers’ makes of cutting tools. | $6. , 4 ft., 70c.; 4% ft., 900. 
» ft., $1. 10; 5% ft., $1.40; 6 ft., $1. 60. 
Air Moisteners. — Galvanize -d radia- stocks: nM 7 ft., $2.30. 
tor styles, three pocket, ¥ 8.67 pe Drilis.—Carbon sizes up to 1% in., Poles. Rattan ‘washer, 5 ft.. o4c. 
three pocket, 14 in., $12; five pocket, 10 per cent discount; bit stock drills, INCHES __ ' 
14 in., $16. 60 per cent discount; center drills, 65 WRENCHES.—The market for all 
AUTOMOBILES (TOY).—Of the many sinks combined, 20 per cent discount; tion. Retail stocks are generally small 
30 per cent discount . ’ 
cA ave Ma « j aS ssi | ; " r r . . . . 
these days, toy automobiles pos ibly | dine ount; ghigh pases ar oe — filling in purposes each weck; prices are 
are attracting as much attention as shan o 5-32 in., 65 and 5 |} ' . eh ee 
cent discount; 11-64 to 7-32 in., 50 firm, with no indications of a change in 
. warn . _ ; in., 40 and 10 per cent; taper, sizes 
ber of orders for these toys, but admit ae’ to 1 ta, inaeenbrd, 00 nds 06 Dak We 
the surface has not been scratched. cent discount; 1 33-64 in. and larger, stocks: 
40 per cent; letter and number sizes | Knife and Steel Handle. -- Coes 6- 
stocks: : —— , e 10 per cent discount. 12-in., $28; 15-in " $38: 18-in $18: 
Amtomentes. <- Toy. iocee, +s Reamers.—Bit stock, 20 per cent | 21-in., $58. * “3 
Hupp, $8.80; Hudson, $8.50 ills Ste. ~e am . we 
Claire, Yet. 40: Nash. $8.50; \ Jewett. standard makes, 65 per cent dis - 36-in., $38; 48-in., $84. Discount of 
“teat 9 9@ count; checking, 25 per cent discount; 40 and 10 per cent off list is allowed 
Oakland, 20.55; Packard, $28.05; per tr to Mine A ¢B - . 
; ar. oo Ey, ee ‘scutche pins, 45 per cent. dis- — Stillen rT —.3 
Paige 3 » $34.39, Fire | Captain, count; small fluted rose and socket wilouven Gal Pena Weer inte 
and auto tow, $21 DOORS R d int t i : ae 
, s.-——henewe interes Is mani- iscellaneous. — Dropforged 
BARN DOOR HANGERS. eg | fested by the retail trade in combina- wrenches, 55 per cent discount, 
ers “ ioe jo p needa quen * 'N® | tion screen and storm doors. The pop- eultural wrenches, 60 per cent off 
7 "h ee cain aeinaitaah iain ene -ularity of this kind of a door is in- list. 
. ee ne oe °PS creasing, although, perhaps, rather Snap-on Wrenches.—No. 50, Radio 
and are giving attention to putting | and Electrical Set, $4: No. 101, Mas- 
We quote from Boston jobbers’ Heavy Duty Set, $8.80; No. 404, 
stocks: flexible Socket Set, $8.75: No. 505B. 
Barn Door Hangers.—Topping line, storm, 2 ft. 6 in. x o ft. 6 in., $7.09 Snap-on Wrenches less 40 per cent 
f.o.b. Boston, No. 900 set, square 


i 
| 
Storm King, $9.60 per doz. pair net; each net; 2 ft, 8 In. x 6 ft. 8 in., of G 64; 
World's Best, $17.28: Safety, $12; | 2 ft. 10 in. x 6 ft. 10 in., $8. 04: 3 ft. socket, $3.70. No. 303, Ford Master 
Tandem, $17.76. x 7 ft., $8.55. | Service Set, $14.85. 
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he Greatest Improvement in / 
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| / d 


/ 
j 


WORLDS CHAMPION AMMUNITION 

















The Secret of Super-X Long Range Killing Power 
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Sell Western and 


Sell More Ammunition 


Super-X and Xpert are the Winning Combination 


Western has revealed the secretofSuper-X Control of both pattern and shot string ex- 
long-range killing power! Short Shot String! — tends Super-X killing power 15 to 20 yards 
The greatest improvement in shotgun am- __ beyond the effective range of ordinary loads. 


munition in 30 years: Big advertising is telling the shooting world 


Through the use of an exclusive patented about it. And it’s exclusively Wesrern! 
machine which measures the exact position | WEsTERN outsells because it outshoots! 

in the air of each pellet in the moving shot 

a on been able rt — Xpert is Another Fast-Selling 
the loading of Super-X, to give a shortene 

shot aie, That is, the pellets tend to Western Shell 
travel in a more compact mass instead of Xpert has proved that a quality, smokeless 
stringing out along the line of flight. load can be made to sell at a popular price. 
A real game-getting load for quail, rabbits, 
and all-round shooting that doesn't call for 
the long-range and heavy charge of Super-X. 
A money-maker for every dealer who sells it. 


Hundreds of tests prove that the ordinary 
load strings out as much as 20 feet! Often 
more! Super-X gives practi- 
cally twice as many effective 
pellets. Think what this means Write at once for the complete story of 
in game-getting effectiveness! Western's amazing Short Shot String 
All made possible through the achievement. All the facts about Wesr- 
scientific loading of progressive RNS many other exclusive developments 
burning powder. in rifle, revolver and shotgun ammunition! 


Western Cartridge Company, 10 Hunter Avenue, East Alton, IIL. 
Branch Offices: Hoboken, N. J., Tacoma, Wash., San Francisco, Cal. 
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CINNATI) 








Preéminent/ 





Model 52 Electric 


ELECTR iC AN D The greatest value in 

Electric Washers. Equip- 
GASOLINE MOTOR | swe i ie oe 

eral Electric motor. 12 P 

inch wringer. 

p Model 55 Gasoline Motor 

The dependable, low cost 

farm power_ washer. 

E 


quipped with 4 cycle, 
at ; j dependable, built-in gaso- 
I‘here is big money for Hardware Dealers in the sale of the line motor. Not an ordi- 


famous, time-tried BOSS WASHERS. More than 1,000,000 ( nary gas engine. \ 
,oss Gasoline, Electric Motor, Hand, Belt, Water and other 
Power Washers have been sold. 





































Exclusive Sales Advantages—trouble proof con- 
struction—competitive prices—dominating con- 
sumer advertising and a name that has inspired 
confidence for over 37 years are reasons why you 
should apply now for the BOSS Agency. 


No Other Washer Has 
This Big Advantage © 
The THERMO heat-re- 


taining construction used 
in both the Gasoline Mo- 
tor and Electric models, 

is the most important and gaits 
distinctive washer  im- | 
provement made in re- 
cent years. 


ONE INCH OUTSIDE 
INSULATING AND 
WALL 


INSULATING 
AIR SPACE 











NICKEL LINED 
COPPER TUB 


Write or wire for our at- 
tractive proposition. 


The Boss Washing 
Machine Company 


Established 1889 
Harris Ave., Cincinnati, Ohio 


Wholesale Distributors 


Brown-Camp Hardware (o., 

jes Moines, Ia. 
Lindsay Bros., Inc. Milwaukee, Wis. 
Farwell, Ozmun, Kirk & Co., 

St. Paul, Minn. 
Consolidated Wagon & Machine Co., 







Salt Lake City, Utah ‘ 
M. Seller & Co., Model No 55 
Portland, Seattle, Spokane Gasoline 
Harry Baylies, Inc..Los Angeles, Cal. M 
L. H. Smith Woodenware Co., 
Pittsburg, Pa. otor Model No. 52 
Herr and Co. ....... Lancaster, Pa. 


Schindel, Rohrer & Co., Electric 
Hagerstown, Md. 


Prescott & ©o......... Boston, Mass. 


Dd ee aaeaasttttttnneesan,_ptttimst ne 
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Weather Affects Trade in Northwest 
—Prices Remain Unchanged 


(Minneapolis office of HARDWARE AGE) 


HE great district of the Northwest, tributary to the Twin 
Cities, has been constantly under adverse weather conditions 
for the past several weeks, and consequently business has 
not progressed as rapidly as the merchants had expected. How- 


ever, fall business 


is getting under way, and in the larger cities, 


many of the large department stores are putting on huge sales, 
with the thought of stimulating trade. 
Stocks are being carefully scanned, with an eye to the fall and 


holiday business, and also toward the inventory time. 
buying cautiously and carefully. 


incentive to change. 


AXES.—Dealers’ stocks are well filled, 
with call for axes showing up better as 


the cooler weather approaches. Prices 
have not changed. 

We quote from jobbers’ stocks. 
fob. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
lumb's Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25; double bit. 
$24.25 doz. net. 

BALE TIES.—Present call is rather 


light, but the real demand will begin 
shortly. Stocks are well filled, 
prices showing no changes. 


We quote from jobbers’ stocks. 


f.o.b. Twin Cities: Single Joop _ bale 
ties, 9% x 14, $1.54; 91, x ld, 1.37; 
9% x 14, $1.57 per bundle. 


BOLTS. — Sales are _ steady, though 
showing no high spots. Prices have not 


changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Carriage bolts at 
47% per cent; machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Trade is fair, but building 
has been delayed by wet weather. 
Stocks are well assorted, with prices 
unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wire brads in 25- 
ib. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—Call for 
builders’ hardware is not as heavy as 
had been anticipated, due to the restric- 
tion in building caused by the rains, 
which have prevented the builders from 
roughing in the houses. Even with this 
condition, many homes are being built, 
particularly in the suburbs of the larger 
cities. 
CARPET SWEEPERS.—Call is fair, 
with stocks well filled. Prices show no 
changes. 
We 
f.o.b. 


jobbers’ stocks. 
Twin Cities: Carpet sweepers, 
American Queen, $54: Elite, $60: 
Grand Rapids, japanned, $44: Grand 
Rapids, nickeled, irand sweeper, 
17 in., $60: Parlor oe $56: Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 


COAL HODS.—Demand is increasing 
with the approach of colder weather. 


quote from 


Stocks are ready for the call, with 
prices showing no change. 
We quote from jobbers’ stocks. 





_in the 
Stocks are well filled, with prices firm. 


with | 


Dealers are 
Prices are steady, with little 





f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.75; 18 in., $4.25; 
japanned funnel, 17 in., $4.80; 18 in., 

». 20; galvanized open, 17 in., $5.25; 


i8 in., $5.80; galvanized, funnel, 17 


in., $5.80: 18 in., $6.70 per doz. net. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales are up to the 
average, with weather conditions aiding 
repair end of the business. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.: 28 ga. 3-in. conductor pipe at 
$5.40 per 100 ft. and 2S ga. 3-in. el- 
bows at $1.73 per doz. net. 

FIELD FENCE.— Sales are rather 
light, with stocks in readiness for the 
call. Prices have not changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: 26-in. 10-ga. top 
and bottom 12%-ga. intermediate 


type of fence at $30.04 per 100 rods, 
with other sizes and weights in pro- 
portion, 


_FILES.—Demand is steady, though not 


particularly heavy. 








Stocks are well 
filled, with prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE. —There i is a fair 
demand for garbage and ash cans, and 
for tubs and coal hods. Stocks are well 
filled, with prices unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No. 1 
i ane at $7.50; No. 2, $8. = 
No $9.45; heavy tubs: No. 
$12. 60: No. 2, "$313. 80: No. 3. $15; Stand: 
ard 10- -at. pails, $2. 70; 12-qt., $3.05: 
15-qt., $3.40; stock pails, 16-at., $5, 


and 18-qt., $5.50 per doz. net. 
GLASS AND PUTTY.—Sales are in- 
creasing, with stocks well filled in an- 
ticipation of good trade. Prices show 
no changes. 


We quote jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent: double 


from 


strength, 8&5 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHETS.—Small 
tools are selling at an even pace, with 
stocks in good condition. Prices show 
no changes. 


We quote from 
f.o.b. Twin Cities: 
nail hammers, $12.60: Se No. HF- 
3. San: Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40: 


jobbers’ stocks. 
Maydole, No. 11% 
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No. 2 shingling, $12.50; No. 2 claw, 


$13.75 per doz. net. 


ICE CREAM FREEZERS. — Demand 
has settled down toward the regular 
winter call. Dealers have graded their 
stocks down to equal this call. Prices 
show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers.—1 $2.25 each: 

: at, $3.45 Th hy _. S4 10 each: 4 

$5 each; $6. 30 each; 8 at. 
33 20 each; 10 ‘at S510. 75 each; 12 at. 
$14 each; 15 "$17 each, and 20 at., 
$21.50 each. "Tilee are list prices, 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 
$3.35 each; 2 qt., $3.90 each; 3 at., 
4.65 each; 4 qt., $5.70 each; 6 aqt., 
7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
5.65 each; 3 qt., $6.75 each; 4 qt., 
8.25 each: 6 qt., $10.45 each; 8 at., 
13.50 each, and 10 qt., $18 each. 
These are list prices and are subject 
to a dealer’s discount of 50 per cent. 

Auto-Vacuum Freezers. — No. 1 
$3.30 net; No. 2, $4 net: No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers _— a discount of 
33% per cent off lis 

Acme Freezers. Bright, galvanized, 
tapered, 2 qt., $8 per doz.; same size, 
enameled-galvanized, $10. per doz.: 
4-qt. size, enameled-galvanized, $18 
per doz., and 1-qt. size, Junior, enam- 
eled, $4.80 per doz. These are net 
prices to dealers. 


stocks. 


Arctic Freezers.—1 qt., $4: 2 at., 
$4.60; 3 qt., $5.55; 4 qt., $6.80: 6 qt., 
ny 60: 8 qt., $11. 10: 10 qt., $14.80; 12 
at $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 


discount of 50 per cent off this list. 
LANTERNS. — Demand is increasing, 
with the stocks in dealers’ hands well 
filled. Prices show no changes. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Long or short 
wieke tubular lanterns, $13 per doz. 
net. 


MILK CANS.—Stocks are well filled, in 


this line, with sales steady. Prices 
have not changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.65 each; 8-gal. at 
o8.35 each, and 10-gal. at $3.25 each 
net. 

NAILS. —Call for nails is steady, 


though somewhat lighter than had been 
anticipated. Stocks in dealers’ hands 
are being held down, with prices show- 
ing no changes. 


We uote from jobbers’ stocks. 
f.o.b. win Cities: Standard wire 
nails, and cement coated wire nails 
in 100-Ib. kegs, at $3.25 per keg base. 


PAINTS AND WHITE LEAD.—Sales 
of outside paints have suffered slightly 
with the wet weather. The real paint- 
ing season is ahead, for exterior work, 
and dealers expect to place a fair 
amount of paint materials. Prices show 
no changes. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1-gal. cans, 
and white can in 100- Ib. Sonkiinaen 
at $13.84 cwt. net. 


PUMPS. — Sales still continue good, 
with stocks well filled. Prices have not 
changed. 
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~“4CCO” 


CHAIN 








SPECIALTIES 


Made by the Makers of the Famous WEED Tire Chains 














“ACCO 6s Electric Welded 
Steel Loading Chain 


HE electrically welded steel links 

make this a chain of remarkable 
strength, with a wide margin of safety 
between rated working load and point 
at which it will pull stiff. 


This extra load capacity is produced 
by a combination of special steel and 
anew system of welding. Rigid inspec- 
tions insure uniformly high quality. 


Numerous tests conducted experiment- 
ally by our Research Dept. during the 
past three years indicate that ACCO 
Electric Welded Steel Loading Chain is 
far superior to any welded chain upon 
the market, in corresponding sizes. It is 
guaranteed to pull stiff before breaking. 


Furnished with a highly polished bright 
finish, and in addition to an octagonal 
brass tag every fifty feet, has one link 
every ten feet stamped with the word 
“ACCO.” 


With an established record of leadership 
in lumbering and in oil fields, ACCO 
Steel Loading Chain wins the confi- 
dence of farmers, contractors, builders, 
manufacturers, for work requiring steel 
chain that has maximum strength with 
minimum weight. 

Display this chain — discuss it with 
your trade—there’s a profitable chain 
market in your town which only ACCO 
will win and hold. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


District Sales Offices: Boston Chicago Nex York 
iladelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains 


for All Purposes 





Same Chain shown top of page 9/32” tie Pulled Stiff at 6,250 Pounds—Elongation 40% 














We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35: No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 


each net. 
PYREX OVENWARE.—Stocks are be- 
ing filled up for the fall and winter call. 
Sales are improving, with prices firm. 


We quote from jobbers’ 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17: No. 
209 ple plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.: No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67: No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 

filled, 


REGISTERS.—Stocks are well 
and sales are fair. Prices show no 


stocks, 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 


registers at 40 per cent from lists. 
ROPE.—Demand is steady, though not 
particularly heavy. Prices show no 

changes. 
We quote 


from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade manila 

rope at 24%c. Ib. base, and best 

grade sisal rope at 18c. per Ib. base. 
SANDPAPER.—Call for sandpaper is 
fair, with no outstanding features. 
Stocks are well assorted, with prices 
unchanged. 

We quote from jobbers’ § stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 


grade No. 1, $4.70 ;,.er ream, and gar- 
net No. 1, $16.75 per ream. 


SASH CORD AND WEIGHTS.—Call is 
steady, though not as heavy as had 
been expected. Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Best grade sash 
cord at 78c. lb. and second grade at 
37%c. Ib.; cast-iron sash weights at 
$2.10 cwt., net. 

SCREWS.—Demand is steady and fair- 
ly good. Stocks are well filled, with 
prices firm. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Flat head bright 
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wood screws at 80-20 per cent: flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 


flat head, brass, Ti%- 10 per cent; 
round head, brass, 75-10 per cent from 
lists. 
SOLDER.—Call for solder is good, with 
stocks well filled. Prices show no 
changes. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Warranted half 
and half solder at 45%c. Ib. and 


strictly half and half solder at 44\%c. 
Ib., net. 


STEEL GAME TRAPS.—Sales are 
starting in a rather quiet way, the real 
demand to come later. Stocks are in 
good condition, with prices firm. 


» quote from jobbers’ stocks, 
. Twin Cities: Victor traps, No. 
0, $1.10; No. 1, $1.38: No. 1%, $2. at 


No. 2, $3.36; Oneida jump, No. 
$1.59; No. 1, $1.83; No. 1%, $2.81 per 
doz. net. 


Gibbs ‘“‘Two Trigger’’ craps, $5: 
Single Grip No. 1, ~ 88; a $3.35: 
No. 3, $5.50; No. 6. do 4 net, 
f.o.b. factory, with ‘freight allowed in 
barrel lots. 


STEEL SHEETS.—Call is fair, with 
ample stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt. base 
(24 ga.). 


STOVE BOARDS.—Sales are increas- 
ing, with stocks in dealers’ hands in 
good condition. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $15.75; 30 x 30, $18.25; 
and 36 x 36, $25. 40 per doz.. net. 


STOVE PIPE AND ELBOWS.—Sales 
are steadily increasing in this line, with 
the progress being made in placing 
stoves for winter. Stocks are well filled, 
with prices steady and firm. 


We quote from jobbers’ stocks. 
nsgg | ate Cities: Uniform blued 28 
ga. 6-in. 


stove pipe. knocked down. 
at $13.60 per 100, and common iron 
§-in. corrugated elbows, $1.30; adjust- 
able charcoal iron, 6-in. elbows, $2.05 
doz., net. 


STOVE SHOVELS.—Call is improving, 
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with stocks well filled. Prices have not 
changed. 


Ww quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14%-in. 
stove shovels, 50c.; japanned Jumbo 
21%4-in., $1.55; japanned Jumbo Jr., 14 
in., 85c. doz., net. 


TIN.—Sales are good, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL 
20 x 28 tin at $14.50, and IC, 20 x 28, 
ag coating roofing tin at $15.25 per 

ox. 


TORCHES.—Call is very good, with 
stocks ample for the present needs. 
Prices are steady and unchanged. 


BR 4 uote from jobbers’ stocks. 
Turner Master 


$7. No. 49, qt., $8.54; No. 62, at. 
(flat), $6.96 each. Turner Standard 
Line, No. 8, qt., $5.35; No. 14, qt., 
$5.76; No. 22, qt., $6.53; No. 30, at.. 
$6.91: No. 38, qt., $5.76; No. 39, qt., 
$6.05; No. 92, qt., $6.79; No. 93, at., 
$7.42: No. 105, qt., $4.88; No. 205, at., 
$5.25 each Turner firepots, 53, 


$7.97; No. 66, “io. 18; 
, $7.13; No. 34, $8.67 each net. 


WEATHER STRIP.—Demand is stead- 
ily improving, with stocks in readiness 
for the heavy call. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, % 


$1.85; % in., $1.85; 1 in., $2.60; 
$4.85, and Bosley’s, $.25 per 


WIRE.—Sales are fair, with stocks 
well filled. Prices are unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod ‘spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 

er 80-rod - ool; smooth black wire 

o. 9, $3.25 cwt., — galvanized 
smooth wire No. 9, $3. wt. 


WRENCHES.—Call for “all kinds of 
wrenches is fairly good, with stocks 
well a Prices show no changes. 


quote from jobbers’ stocks. 
f.o. hy win Cities: Agricultural 
wrenches, 8 in., $4.80; 10 in., $5.60; 


12 in., $7.20 per doz., net. 





New Indoor Slide 


An indoor slide called “Jim’s Dandy 
Folding Slide” is the latest addition to 
the toy world and is now being mar- 
keted through hardware channels by 





the Maxson Sales Co., 53 W. Jackson 
Blvd., Chicago. The slide, which ap- 
parently has all of the fun making fea- 
tures of the larger outdoor play- 








grounds slides, is designed for the 
amusement of the smaller tots of from 
1 to 7 years of age. 

When set up the slide measures 81 
inches in length, 48 inches high and 
14 inches wide, and when not in use 
may be folded up and placed in a closet 
or some other out of the way corner. 

It is painted a deep red with the 
slide itself left natural. 


New Type Wood Can Be 
Moulded in the Fingers 


A new material is being manufac- 
tured by the Addison-Leslie Company, 
Canton, Mass. The new material— 
Plastic Wood—handles like putty and 
hardens into wood. It is rapidly find- 
ing many uses in a diversified field. 

As it comes from the can, Plastic 
Wood can be molded in the fingers 
or pushed into holes and cracks. It 
will adhere to metal, tile and glass as 
well as to wooden surfaces. 

In its hardened form, Plastic Wood 
can be carved, planed, sand-papered 
and turned on a lathe. It will take 





paint, stain and varnish exactly as any 
other wood—in fact, it is wood, differ- 
ing only from what we are used to, 
in that it has no grain. Nails and 
screws will not split it. 

It has been put up in one-quarter 
pound and one-pound cans, and is sold 
by hardware stores for the household- 
er’s convenience, it being indispensable 
in repairing furniture, filling screw 
holes and cracks, building ship models 
and a hundred other household tasks. 


J. S. Rawlins Now with Hill- 


wood Manufacturing Co. 


J. S. Rawlins, for many years con- 
nected with Dunham-Carrigan-Hayden 
Co., and other large buyers in the State 
of California, has been appointed Pa- 
cific Coast representative for the Hill- 
wood Mfg. Co., manufacturer of cut 
tacks, upholsterers’ nails, wire and 
double-pointed tacks, Euclid, Ohio. 

Headquarters of Mr. Rawlins are lo- 
cated at 604 Mission Street, San Fran- 
cisco, Cal. 
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SAPOLIN 


TURNOVER 


rather than 


LEFTOVER 


With the complete SAPOLIN Line of Decorative 
Specialties you can cut down your stock 
and make more sales 


™ EAD SOLDIERS” —there are all kinds of them. 


But the least popular of all to you are 
the lifeless cans that lie on your shelves month 
after month. 


With the Sapolin line in your store, you can 
cut your stock to the bone. Sapolin offers you 
something you can’t get anywhere else—a com- 
plete stock of decorative specialties. You avoid 
having a jumbled collection on your shelves. 


And we protect our prices. Every can carries a 
size number which indicates the retail selling 
price. Our experience of 49 years in decorative 
specialties has convinced us that the consumer 
is ready to pay a standard price for a quality 
product. The dealer is entitled to a full profit, 
and we want to see him get it. 


SAPOLIN 


DECORATIVE 
SPECIALITIES 


Eeeeeeeeesesase 


offers you 


The Sapolin line includes these enamels: 
Porcelain Finish, Furniture, Auto, Stove Pipe, 
Motor and Engine, Gold, Aluminum, Metallic, 
Screen and Bathtub. We also make: Varnishes, 
Varnish Stains, Floor and Furniture Stains, 
Brushing Lacquer, Auto Polishing Cream, Floor 
Wax, Hot Pipe Aluminum, Gold Paint, Alumi- 
num Glaze, Glass Frosting, Leather Lacquer, 
Bronzing Liquid, Gilding Powders, and Gold 
Ink, Metallic Water Colors. 


Ask your jobber about the Sapolin Decora- 
tive Specialties, or get in touch with us direct. 
We would like to send you the Sapolin Buyer’s 
Guide, which suggests efficient methods of 
buying stock. SAPOLIN .CO., Inc., 229 Eas* 
42nd Street, New York City. Dept. E2 
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Getting the Wholesale Salesmen to 
Prolong Selling Seasons 


It Can be Done, But Manufacturers Had Better First Make Certain 
That Their Plans Are Sound 


By Rudolph Tenk 
President, Tenk Hardware Co. (Wholesaler) 
Reprinted through the courtesy of Printers’ Ink 





OMPLAINTS have 
CC been made by manu- 

facturers who sell 
through wholesalers that 
the retailers do not prolong 
the selling season on season- 
able items so long as they 
should. They feel that the 
wholesaler, and particularly 
wholesale salesmen, should 
devote more time to 
lengthening seasons. 

Now, there are some ar- 
ticles of merchandise which 
can be sold only at certain 
seasons of the year, and on 
such it is useless to devote 
any effort after that season. 
There are many others, how- 
ever, on which the retailers 
most certainly could make 





If manufacturers would make a 
more careful study of the condi- 
tions under which certain articles 
must be sold, instead of being gov- 
erned largely by their desire to sell, 
much more could be accomplished, 
because then they could direct the 
efforts of the salesman so that the 
suggestions made by him to the 
merchants would be practical. 


—Rudolph Tenk 


Formerly, electric irons 
were sold almost exclusively 
during the summer season, 
but since more and more 
homes are equipped with 
furnaces or some other heat- 
ing plant, the old-fashioned 
cook stove is being used less, 
and the electric iron is in 
service the year round. For 
this same reason, many oil 
and gasoline stoves are now 
used in the winter as well as 
in the summer. 

The washing machine is 
another article that was 
formerly used more in the 
summer time than in the 
late fall and winter, but with 
the coming of the electric 
washing machine this, too, 








enough sales after the active 
season is over to justify the effort. 

Without going into detail on various lines I will take 
a few items from the hardware line which will serve to 
illustrate the points I wish to make. 

Refrigerators have been considered a strictly season- 
able line. They are sold principally by hardware stores 
during spring and summer. From our own experience 
we know that many merchants have not put the selling 
effort back of refrigerators that this line deserves. 
Many do not put them on display in advance of the hot 
weather, and then, before the summer is over, they 
usually reduce the price. 

While it is sound merchandising to move—even by 
special prices—merchandise that cannot be sold after 
a certain brief season, the hardware merchant should 
maintain a small assortment of refrigerators the year 
round, for the reason that the American people have 
changed their habits, and many families now keep their 
refrigerator in service all through the year. Then, 
there are others who do so at least until the very cold 
weather sets in. Consequently, while the best selling 
season for refrigerators is during the spring and early 
summer, some of them are sold during other seasons. 

The hardware merchant would not be justified, of 
course, in keeping the refrigerators in the front part 
of his store during the fall and winter. He should 
move them to some part of the store where they can be 
properly shown to any customer who may be interested. 


has become an article which 
can be sold all year with good profit. 

If manufacturers would make a more careful study 
of the conditions under which certain articles must be 
sold, instead of being governed largely by their desire 
to sell, much more could be accomplished, because then 
they could direct the efforts of the salesman so that 
the suggestions made by him to the merchants would 
be practical. 

The wholesaler should make a study of his lines so as 
to determine where it would pay retailers to put forth 
selling effort after the active season has passed. He 
should then instruct the salesmen thoroughly as to 
the method the retailer should employ to display and 
feature these lines after the active season. 

One thing that has done much to discourage the 
wholesaler’s salesmen in work ‘along this line, is that 
some manufacturers, in their desire to prolong the 
selling season, have made suggestions, even demands, 
that were not only impractical, but which would be 
unprofitable for the dealer to carry out. 

I have a case in mind which will illustrate the point. 
Recently, a refrigerator manufacturer tried to persuade 
wholesalers, in sections of the country where refrigera- 
tors can be sold successfully only during the warm 
weather, to urge their salesmen to induce the hardware 
merchants to carry a liberal assortment of refrigerators 





Continued on page 81 
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Economically, efficiently, and without effort, a single 
operator with an Elliott-Fisher machine handles 

rowning Brothers’ accounting work. Ask us hon 
this remarkable equipment can help your business. 


GONE is month-end 
bookkeeping confusion! 


“We merely have to place our statements 
in the mail,” say Browning Brothers 




















HAT happens in ment, Ledger and Au- 
your accounting New —The Automatic- Electric dit sheet in a single 
department at the end Ly ~~ pre. a 0 meg — operation. 

? 1S er mac ine nas Deen ai c¢— . Ws : a 
of the month? Are electricity. All the exclusive El- Elliott Fisher elimi 
your statements ready liott-Fisher features have been re- nates duplicate work 

in the mail as tained—power now does what —speeds u ount- 
B drop “BRET hands once did. Just Write—El- Mi ieee 
rowning Drothers liott-Fisher Does the Rest—/Just. ing—Ssaves you money. 
are? Or do delays, con- Right. Yet you need make 
fusion, overtime work no change in your ac- 
make them late and counting system to get 


cost you money in delayed remittances. its benefits. Let us send you our booklet 

Scores of hardware companies find “Volume and Expense.” It describes 
that Elliott-Fisher equipment banishes — Elliott-Fisher installations in representa- 
billing troubles, does all their other ac- tive hardware companies. It tells you how 
counting work, and costs them less to they operate their accounting depart- 








operate than any other system. ments — gives 
Because Elliott-Fisher does two or you details of os ee 
three jobs at once, it turns out more results they’re Elhiore-Fisher Company, 


342 Madison Ave., New York City 


Gentlemen: Please send me my copy of “ Volume and Ex- 
pense.” I understand it tells me how I can reduce accounting 


work in a given time than any other ac-_ getting. Mail 
counting machine. It posts to State- coupon now. 


costs. 
Service and Supplies are second only in importance ; 
to machines. You can depend absolutely on EF POONER. nse s o:02 Speen seis A ae 
Service and EFCO Supplies Add 
sos on Cee ae ae eeeiades diene 








AUTOMATIC ELECTRIC 
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A Whitco Equipped Sash 
Cannot Sag 


Not only does this self-ad- 
justing hardware provide a 
cradle-like support for the 
| sash as a whole, but the plate 
which attaches to it provides 
the strongest kind of a rein- 
forcement for the joint be- 
tween the stile and the rails. 


Ask your jobber, or write 
us for particulars 


VINCENT WHITNEY | OMPANY 
MANUEACTURERS VV HARDWARE WJ SPECIALTIES 





Eastern Offices: Western Offices: 
636-645 Mass. Trust 365 Market Street 
Bidg., Boston San Francisco 











Whitco makes it easy and safe to clean both sides of 


the casement from within the room” 
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Window Displays Have Brains! 


(Continued from page 43) 





Rah-rah-rah! The stadiums are now full of crowds 
lustily cheering contending football teams and on back- 
lots and fields the country over; the pigskin is being 
kicked from goal to goal. You will have no reason to 
kick at poor business if you tackle the tackles and make 
it your goal to sell the maximum of footballs and foot- 
ball team uniforms. You can easily make money from 
gridirons as well as irons—just let the boys know 
through your window displays that you are prepared 
to outfit football teams. 

Basketball has its devotees as well. Girls as well as 
boys follow this sport with keenest pleasure. Schools 
and colleges are now open—and almost every educa- 
tional institution has both a football and a basketball 
team and many have more than one team. You can 
make your store teem with young folk if you will go 
into team-work with them. 

The soccer season is on, too; and soccer goods in 
demand. They, too, belong in your window now if you 
want to cash in to the full on youth’s good, old love for 
fair and friendly competition of body and brain. 

Indoor baseball is growing more popular every sea- 
son. The lovers of baseball fail to see why they should 
stop enjoying this national American game just be- 
cause the weather drives them indoors. Another sales 
opportunity for you! 

Soon Jack Frost and Old Man Winter will lay a 
glassy floor of ice on rivers and lakes—and the blood 
of tens of thousands of lovers of the out-o’-doors will 
tingle with exhilaration as they put on their skates and 
start to swoop over the ice. Undoubtedly, you carry 
skates in stock. Then is the time to feature and sell 
them. And not only skates but also hockey sticks and 
other hockey equipment. Perhaps your store is located 
in a country where there is a demand also for skis and 
snowshoes, sleds and sleighs. Get them out where folk 
can see them and your sales will take a steady, long 
leap forward. 

The iricreasing popularity of all these sports brings 
with it another big sales opportunity for you to cash 
in on—the great and growing demand for sweaters 
and other sports and athletic clothing. 

Appeal through your window displays to all those 
who delight in athletic action during the autumn and 
winter and you will be delighted by the action of your 
cash register as it takes in your profits from the sale 
of outfits for football, basketball, soccer, indoor base- 
ball and hockey players and all the other sports that 
are right now starting off in full swing. 





China Is Best Customer for Electric Fans 


China is the leading foreign market for American 
electric fans, according to a statement by the Depart- 
ment of Commerce. In 1925 China bought one-fifth of 
nearly $1,000,000 worth of electric fans exported from 
this country. 

Argentina is the second in importance as a buyer of 
American fans having imported a total valued at $143,- 
265 last year. Cuba ranked third, Mexico fourth and 
India fifth. 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIR- 
CULATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912. 

Of HARDWARE AGE, published weekly at New York, N. Y., 

for October 1, 1926. 
State of New York, County of New York, ss. 


Before me, a Notary in and for the State and county afore- 
said, personally appeared E. P. Beebe, who, having been duly 
sworn according to law, deposes and says that he is the 
Assistant eee of the Iron Age Publishing Co., Publishers 
HARDWARE AGE, and that the following is, to the best of his 
knowledge and belief, a true statement of the ownership, man- 
agement (and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the above caption, 
required by the Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, editor, 
managing editor, and business managers are: Publisher, Iron 
Age Publishing Co., 239 W. 39th St., New York City; Editor, 
Llew S. Soule, 239 W. 39th St., New York City; Managing 
Editor, Llew S. Soule, 239 W. 39th St., New York City; Business 
Manager, George H. Griffiths, 239 W. 39th St., New York City. 

2. That the owner is: (If owned by a corporation, its name 
and address must be stated and also immediately thereunder 
the names and addresses of stockholders owning or holding one 
per cent or more of total amount of stock. If not owned by a 
corporation, the names and addresses of the individual owners must 
be given. If owned by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of each individual 
member, must be given. United Publishers Corporation, 239 W. 
39th St. New York City. Stockholders: United Publishers Cor- 
pereieete. 239 W. 39th St.; Charles W. Anderson, 220 Broadway, 
A ; James Artman, ‘906 1st St., Ocean City, N. J.; George 
H. ce 19th and Walprut Sts., Phila., Pa.; Anna B. Frank, 
Pleasantville, N. ¥.: Brits J. Frank, Pleasantville, N. Y.; Mabel 
M. Griffiths, 165 Montclair Ave., Montclair, * ‘Lillie Lindsay, 
698 West End Ave., N. Y. C.; James H. sicGravw, Jr., 36th St. 
and Tenth Ave., N. 'Y. S. a S. Mekeel, 80 Upper Moun- 
tain Ave., Montclair, N. J. A. Musselman, Merion, Pa.; 
A. C. Pearson, 169 bairtnnonbier St., Montclair, N. > Lelia C. 
Pearson, 169 Christopher St., Montclair, N. J.: Charles Swayne 
Phillips, 495 Park St., Upper Montclair, N. J.; Jennie M. Phil- 
lips, 171 Cooper Ave., Upper Montclair, N. J.; Publishers Secu- 
rities Co., 10 Overlook Park, Montclair. N. J.; Charles T, Root, 


2 West 67th St., N. CG. 2 ‘Franklin T. Root, 239 W. 39th St., 
N. Y. C.; Olive Root, “539 hig “e ee? me A C.: Root Securities 
Corp., 33 W. 42nd St., N. G3 Eugene Sly, ‘Asheville, nm. ©; 


Frederic C. Stevens, 325 West End Ave., N. Y. C.; W. H. "Taylor, 
490 Park St., Upper Montclair, N. : Ry Everit B. Terhune, 207 
South St., Boston, Mass. Stockholders—Publishers Securities 

o.: tVelma S. Stevens, 325 West End Ave., N. Y. C.; S. E. 
Stephens, Montclair, N. J.; Ruth S. Kane, ‘Montclair, 'N. a 
Dorothy S. Johnson, New York, N. Y. Stockholders—Root Secu- 
rities Corporation: *F. T. Root, Bronxville, N. Y.; George F. 
Root, Bronxville, N. Y.; Ralph Root, Brooklyn, N. Y.; Winifred 
Root. New York City; Royal P. Root, New York City ; Esther 
S. Root, New York City; Waldo Root, New York, N. 

3. That the known bondholders, mortgagees, oe other 
security holders owning or holding 1 per cent or more of total 
amount of bonds, mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above, nt the names of 
the owners, stockholders, and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases where 
the stockholder or security holder appears upon the books of 
the company as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief as 
to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a capacity 
other than that of a bona fide owner: and this affiant has no 
reason to believe that any other person, association, or cor- 
poration has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him 

E. P. BEEBE, Assistant Treasurer. 

(Signature of editor, publisher, business manager or owner). 

Sworn to and subscribed before me this 24th day of September, 
1926. 

JULIA C. H. ALLEN, 

Notary Public, New York County, Clerk’s No. 47, Register’s 
No. 7012. (My commission expires March 30, 1927.) 

[Seal] Julia C. H. Allen, Notary Public, New York County. 

Form 3526—Ed. 1924. 





American Manufacturers Increase Foreign 
Sales 


Preliminary figures place our exports during August 
at $386,000,000, an increase of $18,000,000 over July and 
a gain of approximately $6,000,000 over the same month 
last year. For the first eight months of 1926, the coun- 
try shows an excess of imports over exports amounting 
to slightly under $16,700,000 and September promises 
to switch the balance again in our favor.—Trends and 
Indications. 


Popular with the 
Building Trade and 
Profitable for YOU! 





Builders who have once used 
GF Duplex Steel Bridging are 
repeat customers thereafter. 
And the many advantages of 
this product are so apparent 
that it is an easy matter to 
convince the builder that he 
should try it out. GF Steel 
Bridging will help you build 
your sales—and the generous 
profit it affords will increase 
your yearly dividends. 


Use the Coupon 
THE GENERAL FIREPROOFING 


BUILDING PRODUCTS 
YOUNGSTOWN, OHIO 


Branches in All Principal Cities, Dealers 
Everywhere 


epuple 


Other GF Products 








GF Steel Tile GF Diamond Rib 

GF Steel Joists Lath 

GF Steel Channels GF Steel Sash, 

GF Peds Basement and 

GF Key Lath Casement 

GF tang o8r on Me nese 

GF Corner Beads dustrial 

GF Trussit Steel Doors i. 

GF Expanded GF Wire Mesh Steel Bridging 
Metal GF Concrete with stiffening 

GF Herringbone Reinforcement ribs for rigidity. 

GF Lintels GF Waterproofing 

GF Road Forms Compounds 





THE GENERAL FIREPROOFING 
BUILDING PRODUCTS 
YOUNGSTOWN, OHIO, UV. S. A. 


Please send me free sample and full informa- 
tion on GF Duplex Steel Bridging. 


Name a on 


Address wo-14 


— 
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Reducing Delivery Costs 


asked. The customer said, “Yes, send it to—.” 
The sale was 98c and the delivery cost wiped out every 
cent of profit. 

There is much opportunity for store salesmanship 
in avoiding needless delivery cost. A courteous sug- 
gestion that she probably wishes to use the article 
today, often will cause a customer to take a small pack- 
age with her when she had intended to have it sent. 

In the same way, a customer who hadn’t even thought 
of having the package sent, will readily respond to the 
suggestion, “You wish this sent, madam?” 

Suppose the store salesman handles each small trans- 
action all the way through, just as if he knew she 
wanted to take it with her? Isn’t it probable that 
MORE customers would take these small packages? 

A store policy can be courteous and accommodating, 
and yet not FORCE its delivery service on its cus- 
tomers. To the average store salesman, delivery costs 
mean nothing, But a glance at Delivery Cost Sheets 
in any store tells the Manager a different story! 

Delivery costs in retail stores vary from 10 cents 
per package, to $5 per package or more, depending 
on the nature of the goods, and the delivery system. 
Every NEEDLESS delivery, takes just that much out 
of net profits. 

Most stores can reduce the number of items delivered 


66 y OU wish this sent, Madam?” the salesperson 


. 


4 


a 
. $ 

: . 

_ a a 
— 7 — ” 


Sign. 
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them. 


Bold and Clear 
Day and Night 


1230 Military Road 





“Pulls” Buyers Out of the Traffic 


Your store will get more people out of the traffic within 
blocks of your location with a projecting Flexlume Electric 


Write us for facts as to how a genuine Flexlume 
no higher than imitations—can increase YOUR business. 


Phone “Flexlume” 
All Principal 


by a big percentage, just by a policy of NOT SUGGEST- 
ING delivery. 

This can be reduced still further, by the courteous 
suggestion on small items that they might like to have 
it at home a little quicker than delivery can be made. 
The fact that the delivery trucks have already gone 
out to make the last of today’s deliveries is a very 
strong argument why the customer should carry the 
package if it is at all easy to carry. 

Another way to reduce delivery cost is to use the 
delivery trip as an extra-item sales-argument: “Since 
our truck is going out to your house with this item, 
isn’t there something else we may show you while you 
are here, in this or any of our other departments?” 
Then follow immediately with a definite suggestion, or 
several suggestions, in logical and courteous order. 

If you are not using the methods suggested, do so 
and see how they will help reduce delivery expense.— 
Merchant's Viewpoint. 





The customer is the axle on which all business re- 
volves. 





Truth is a shining light in the business firmanent, 
but a cheerful liar behind a counter is a two-to-one 
business getter over a grouchy purveyor of 18-karat 
truth. | 


eo Ws : 
Seg Ki) 2. 
; , 
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The vitality of a Flexlume alone creates new business. 
ven with other advertising a Flexlume is necessary to fin- 
ish the selling job by guiding prospects into your store. It 
- economizes modern high cost locations. 





priced 


We also build exposed lamp and other types of 
electric signs for those who prefer or require 


FLEXLUME CORPORATION " 


Buffalo, N. Y. 


Factories also at 
Detroit, Los Angeles 
Oakland, Calif., and 

Toronto, Canada 


Cities 
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Getting the Wholesale Salesman to Prolong Selling Seasons 


(Continued from page 76) 


throughout the year. Some radio manufacturers have 
tried to convince retail merchants that radio sets can 
be sold almost as successfully during the hot weather 
as they can during the fall and early winter. While 
this may be true in a few isolated sections, it certainly 
does not apply to the country in general. 

Even if radio transmission and reception have been 
improved to such an extent that sets can now be used 
satisfactorily throughout the year, human nature still 
remains much as it has been, and the urge to get out 
in the open and away from towns and cities during 
spring, summer and fall is as strong as it ever was. 
In fact, it is even stronger now that the automobile 
has made it so easy and enjoyable for people to 
get away, not only when the weather is pleasant, 
but also when the weather is hot. To these people, 
a ride in the country, or a picnic in some out-of-the- 
way place, is more alluring than the best concert 
or lecture that was ever broadcast for radio recep- 
tion. All of these phases must be taken into con- 
sideration when we attempt to prolong the selling 
season. | 

One of the greatest mistakes many merchants make 
is in failing to display, in a prominent place, the various 
seasonable lines as the season for them arrives. This 
is where the wholesaler’s salesman should get in his 


work. The salesman who does his job well will have 
anticipated the needs and sold his customers seasonable 
lines early. The wholesaler has shipped these orders 
in advance of the season, and when the salesman finds 
that the merchant has not put these goods on display 
before the active selling season is on, he should offer 
to assist the merchant in arranging his display. He 
should then explain carefully to the merchant and 
his clerks the merits and selling points of the article. 

In this, we believe that wholesale salesmen have 
tallen short of doing their full duty. Many salesmen 
will do all they can to get a merchant to buy a line, but 
they feel that when they have secured an order their 
duty has been done. We feel that it is a salesman’s 
duty to help the merchant in selecting his lines, but 
that his duty does not stop there. He should know his 
lines thoroughly, and understand modern merchandising 
methods so well that he can help the merchant do a 
profitable business on the goods which he, the sales- 
man, has sold the merchant. 

It is unwise, in fact foolhardy, for a wholesaler to 
attempt to persuade the retailers to do things which, 
in the end, will result in failure and disappointment 
to the retail merchant. Both the manufacturer and 
wholesaler should give these phases more careful 
thought. They should familiarize themselves, not only 











COES 
KNIFE-HANDLE 
.. WRENCH 





Holds Trade as Securely as It Holds Nuts 


The most successful merchants now-a-days are those 
who are far-sighted. The one-time sale and the one- 
time profit doesn’t interest such merchants. They 
seek the trade of a tool user as long as he uses tools. 
They want to see him again and again and 
again. They buy wisely and sell soundly. 
They know the sales value of a tool that 
has earned a world-wide reputation for 
Quality. They know that only from the 
sale of such a tool can they expect to 
build a permanently satisfactory business. 


COES WRENCH COMPANY 
“In Business Since 1841” 


Mass. 


Worcester 





An outstanding example of such merchandisers are 
the Dealers who sell Coes Knife-Handle Wrenches. 
They reason along these lines: “Any wrench that 
can meet competition for eighty-five successive years 
must come pretty close to giving down- 
right satisfactory service to the majority. 
These Dealers know from their sales 
books that the Coes REPEATS and holds 
TRADE as securely as it GRIPS and 
HOLDS nuts. Ask your Jobber. 
Leading Jobbers sell Coes Wrenches. 


Selling Agents 


jo G. Baotrty & Cai occ ccwes 29 Murray Street, New York 
John H,. Graham & Co....113 Chambers Street, New York 
Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—one standard for 
accuracy ana quality. 











RROD 


REED & PRINCE MFG.CO. 
WORCESTER, MASS..U.S.A. 
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with the habits and customs of the people living in the 
section in which they are attempting to prolong the sale 
for certain seasonable items, but they should also learn 
whether the income of enough of the prospective users 
is such that they will buy even after the buying urge 
has been created. It has been our experience that too 
often a manufacturer will set up as an example the 
work done by merchants in a few isolated cases, and 
then try to make other merchants believe that they can 
do likewise. Both the manufacturer and the wholesaler 
should always be reasonably sure that any selling plan 
suggested to the retailers can be worked out success- 
fully under the conditions under which most merchants 
have to work. 

Manufacturers of electric heaters, oil heaters or gaso- 


line grates should not conclude that because these 


articles can be sold successfully during the summer in 
cities like San Francisco, or other parts of the country 
where the nights are cool during the summer, that these 
same articles can be sold in all sections of the country 
in sufficient number to justify the effort, even where 


no artificial heat is required for many months. 


I am convinced that if manufacturers would analyze 


_ conditions in various sections of the country more care- 
fully, before they urge the wholesaler to put forth his 
_ selling efforts, the manufacturers would meet with far 
greater success, and save the expense and energy now 
| expended in trying to accomplish that which is abso- 
'lutely impossible, or at least very unprofitable for the 





merchant. 

I realize fully that wholesalers have not done their 
full part in helping the manufacturers to prolong the 
selling season, but more progress along this line would 
have been made if some manufacturers had not persuad- 
ed wholesalers and retailers to do that which was im- 
practical and unprofitable for both. 


Read and Learn 


A retired banker recently committed suicide because 
he was unable to conduct a small grocery store on a 
profitable basis. He probably could have handled a 
small bank successfully, because he knew the banking 
business. He failed in the handling of groceries be- 
cause he did not know the grocery business. 

Knowledge in any business is essential, and knowl- 
edge in one line of endeavor does not necessarily imply 
knowledge in some other line. Each business requires 
a knowledge of its own. 

Fortunately, there are two ways of acquiring indi- 
vidual business knowledge. One is by personal experi- 
ence. It is good, but it takes time and is expensive. 
The other is by profiting from the experiences of others. 
This method is quicker and comparatively inexpensive. 
If the retail banker referred to had studied the grocery 
business, enlisted the aid of traveling salesmen, and 
constantly read a good trade paper, he might have been 
alive and successful today. 








Nothing will so greatly discourage a prospective 


_ buyer as an inadequate, out-of-date stock; nothing will 


more quickly induce him to buy than clean, well as- 
sorted merchandise, the range of which includes the 
bulk of his wants. 
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Notes of an Itinerant Editor 


One of Our Editors, Roaming Through the Mid-West, 
Reports That He Has Obtained an Avalanche of 
Merchandising Material to Be Published 
Soon in HarpwARE AGE—Here’s What 
He Has to Say About Indianapolis 





Claypool Hotel 

Indianapolis, Ind., Sept. 8, 1926. 
ARDWARE seems to pursue me, almost as much 
as I pursue hardware merchandising ideas. 
Tonight in the hotel lobby two blind musicians were 
putting on an informal entertainment. The chief 
feature of the show was music played on an Atkins 
hand saw. I am sitting on the lobby mezzanine di- 
rectly opposite the room where the N. R. H. A. Con- 

gress met last June. 

Coming from lunch the first day I ran into Herbert 
P. Sheets, efficient secretary-treasurer of the National 
Retail Hardware Association, whose headquarters are 
three blocks distant. H. P. was busy as usual and about 
to leave town but he invited me to headquarters at 
2 p. m. 

Those who attended the National Congress in June 
will remember the three-toned musical whistle used by 
the traffic cop outside this hotel. Both the cop and 
the whistle are still going strong. 

When down town, you always seem to gravitate 
toward the Sailors’ and Soldiers’ Monument, no matter 
which way you walk. It is an imposing statue with 
spraying fountains. This is the first time I have had 
an opportunity to visit the monument. The base con- 
tains a military museum with relics and pictures of 
the Civil War, Spanish-American War and the recent 
World War. From the top you get a splendid view of 
Indianapolis. 

Yesterday was Labor Day (the one day in the year 
when no one seems to do any labor). All business was 
clgsed in this town, so me for the Indiana State Fair. 
I always wanted to attend a mid-western State fair 
and sure did enjoy the live stock contests, horse races, 
fakirs, and farm instruction demonstrations. Saw 
plenty of farm implements displayed by manufacturers 
but could not find any hardware exhibits. 

Maybe some day hardware associations will partici- 
pate in State fairs, just to show the people that the 
hardware merchant is purchasing agent for his com- 
munity. Many farmers who visited the milking ma- 
chine and cream separator demonstrations of Purdue 
University obtained a new slant on the use of machin- 
ery on dairy farms. A good number will soon buy this 
equipment and nearly all of them will at least be more 
interested than ever before. This same situation prob- 
ably exists in other States, and some one cashes in on 
the dairy farm equipment after the State fairs. I 
hope it is the hardware man. 

Made the trip here from Piqua, Ohio, on Sunday 
with plenty of rain. At the State line, three bridges 
were down, destroyed by the Saturday night storm, 
so I had to plug along mysterious dirt roads. It was 
too early for official detours and I worked on hunch 
and native recommendations. After two hours of 


movement and a doubtful amount of progress I spied 
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Leads in Sales for It’s 


Self-Adjusting 


The self-adjusting ball bearing device 
shown above is one of the chief reasons 
why F. & N. dealers lead all others in sales 
year after year. 


This patented device automatically 
takes up all wear in the reel bearings— 
doing away entirely with poor mowing, 
undue wear, lost motion and _ other 
troubles that result from neglected or im- 
properly made adjustments. It is per- 
fectly simple, dependable and fool-proof, 
too. 


F. & N. Mowers also lead because they 
are made of only the highest grade ma- 
terials—and every part is interchange- 
able, machined and fitted to mathematical 
precision. Get all the facts now on the 
VULCAN, shown above—also the CREST- 
LAWN, ADMIRAL, DIRECTOR and other 


fast selling leaders. 


Sectional view 
showg the patented 
F. & N. Self-Adjust- 
ing Device that 
keeps F. & N. Mow- 
era in constant, per- 
fect adjuat ment 
throughout their life. 
Patented April 10, 





Timken Roller Bearings 





The first mower ever made with 
genuine Timken Tapered Roller 
Bearings was the F. & WN. ae 
TRIUMPH—as fine as can be ~\\A% 
built. Cuts as close as 3/16 FTE 
of an inch. 











The F6N Lawn Mower 


THE WORLD'S LARGEST LAWN MOWER MFGR. 


Ask Your Jobber for Full Information, Catalog, 
and Beautiful Cut-Out Show Cards, etc., Write Us 









FENDEH 





RICHMOND, INDIANA, ~ U.S.A. 
ll \ aa a 





Quart 
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It Sells for You 


Wirts Home Comfort Weatherstrip is nationally ad- 
vertised. When customers come in, this handsome 
display stand sells for you. Supplied with your initial 
order for one or more 500 foot reels. You cut off 
exact length wanted, each foot being marked with a line. 
No waste or short ends. Stand provides space for 
packaged, enameled rust-proof tacks, and directions. 
Order direct or through your jobber. Mention jobber’s 
name. Insist on getting the Genuine. 









KAGES 
RETAILS— 

Maroon, 8c per foot 

White, 10c per foot 


(Slightly higher west 
of Rocky Mts.) 


TACK PACKAGES 


E. J. WIRFS ORGANIZATION 


Sole Manufacturers and Patentece 
128 S. 17th St., Saint Louis, Mo., U.S.A. 




















MOE’S POULTRY SUPPLIES 


This Oat Sprouter 
seem gy, Requires No Lamp 
or Heater 





It will sprout sufficient 
oats, wheat, rye or other 
grains for average require- 
ments. 

Keeps chickens in green 
feed at all seasons and there- 
by maintains a high egg 
vield. 

Made with a heavy steel 
frame, enameled to prevent 
rust, and heavy galvanized 
interchangeable trays. 





Shipped K. D. in a compact carton, and 
easy to set up or take apart. Many thou- 
sands of them are in use, and they will 
please your customers. 


Write for New Catalog and Prices. 


WoEFT & COMPAN 


2305 Davis St. North Chicago, IIl. 
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a barefoot lad toting a fishing pole and some fish. He 
looked likely as a source of information so I hailed 
him and asked where I was, how far it was to the next 
town, what road I was on and how to get back on the 
National Trail. To each question he muttered “I 
dunno.” “You don’t seem to know much about these 
parts,” I said. He just turned up his freckled nose 
and answered, “No, but I ain’t lost,” and on he walked. 


Hoosier hospitality is all that James Whitcomb 
Riley claimed. President John Martindale of Van 
Camps told me of his father, the newspaper publisher, 
who introduced Riley to the public. C. B. Crets and 
C. J. Prentiss, vice-presidents of Van Camps gave me 
the glad hand and seemed fully recovered from the 
strain of their entertainment work for the recent Na- 
tional Congress. 

Down at the Atkins saw plant our old friend N. A. 
Gladding was away but Tom Carroll with his infectious 
good nature was on the job figuring out new merchan- 
dising ideas. To my way of thinking he’s typical of 
Hoosier friendliness. 

Had to make two trips to the Myer-Kiser building 
before I was able to catch up with G. F. Sheely, Indiana 
secretary. He was working hard on the programs and 
schedules for the fall group meetings. Much to my 
regret I couldn’t link up with any of the meetings 
he was planning. 

Took an interesting trip through Vonnegut’s large 
store and was much interested in the special depart- 
ments which Ralph Vonnegut showed me. Will have 
some pictures on these for a later date. 

Figure on going down to Shelbyville tomorrow be- 
fore heading for St. Louis. 





Extend Your Vision 


HE retail salesman whose vision extends no farther 

than the minute, the hour or the day of his allotted 
task, has passed the first milestone on a journey that 
has no déstination. After twenty years of service he 
may know how to copy an order correctly; how to wrap 
a package neatly and methodically, and how to tie a 
string in a certain set form. He may even know how to 
sell certain items of merchandise in an intelligent 
manner. 

But—He will have no conception of the duties of the 
man from whom he receives hourly instruction. He 
will have solved no advance problems; he will have 
mastered no thoughtful creative system for improving 
his work, or bettering his condition in life. He will 
have progressed only in years, and will have left behind 
him the impetus of youth, and the forceful period of 
manhood. He will have drawn heavily on his reserve 
of strength, and his ambition will have been displaced 
by the lethargy of non-achievement. He will have lost 
forever the desire and the possibility of creating some- 
thing new or doing something really worth while. 

It will be said of him: He faced a future fraught with 
possibilities, but he saw only a package and a coil of 
string—a few feet of counter and the face of a clock. 
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‘‘Keeping the Score’’ 


(Continued from page 45) 





seeing what the customer is going to buy from the 
other fellow. You'll hear him say—‘Anything on the 
book today?’ Of course, he can’t see all the goods in 
that store which were sold the man because a want book 
never knew them. This class of salesman is uncon- 
sciously happy when the want book has few entries 
because then it means less work. He is a regular ‘T to 
T’ salesman. You know the kind—out on Tuesday, 
back on Thursday, and-he calls it a week! 

“The salesman who knows the Sales Manager is wrong 
will always have the majority of his sales in the lower 
classifications because it’s ‘no use talking those other 
lines as the house shouldn’t handle them anyway.’ He 
always knows that with the competitive house is where 
he belongs because their salesmen make money. They 
can not help but make money just by selling profitable 
merchandise to the ones the ‘all-knowing’ one doesn’t 
even interest. 

“But men who are REAL MEN can have a compara- 
tively poor showing and be absolutely honest in it. 
Their very sincerity is fertile ground for the planting 
of ideas to increase their earning through properly 
directing their efforts as their figures show they need 
bolstering. Charts such as these point these needs by 
showing the position of each man every month as 
compared to the other men in everything done. In 
this way, the individual weakness of each man can be 
dwelt upon and he be made to earn more money by 
being carefully checked each day and helped in correct- 
ing his weakness. 

“If a man shows high calls but low earnings, he is 
working too fast. ‘Hello’ and ‘Goodbye’ calls are the 
instruments of salesmen who just try to cover a terri- 
tory. Better fewer calls, but better calls. If we but 
have each call made thoroughly, the demand for more 
territory is silenced because more money can be made 
from fewer stores sold properly than from many stores 
sold improperly. 

“We have found men with a very high percentage 
of sales to calls and very respectable volume, whose 
very few calls proved them to be high-spotting the 
territory. High-spotting never builds for the future. 
It builds a future for competitors who till the fertile 
spots between your high ones. 

“Salesmen are human. Show a man he is only the 
tenth best man of twelve because his orders are too 
small, and he will develop into a better man through 
talking his whole line more thoroughly. 

“Too many times route sheets are but excuses for 
no new customers. Better to show a salesman what 
he earns on every call and his power to make more 
money by simply making more calls with his same per- 
centage of sales to calls maintained. 

“A salesman selling a preponderance of low-profit 
goods is dangerous. He can only lose business in such 
a highly competitive field and be without sufficient 
foundation of profitable business to overcome the losses. 

“Of course the results from all supervision depend 
upon the desire of the salesman to succeed. The honest 
salesman welcomes intelligent supervision. The dis- 





The crew of a 
whaler had to be “‘low- 
ered away’ in pursuit 
of the mammoth sea 
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king. 
Yet, 


the high standard of all— 
Ho wir lire 


(Reg. U. S. Patent Office) 
WOOD SCREWS—MACHINE SCREWS 
DRIVE SCREWS—STOVE BOLTS 


has never been lowered! 





Samples on request 


CONTINENTAL 
WOOD SCREW CO. 
New Bedford, Mass., U.S. A. 














Attractive Stores at Low Cost 


Any hardware dealer 
may now have an attrac- 
tive store on a moderate 
outlay. 


GREEN’S . 
Improved 
Stock Boxes 


have all the advantages of 
the best fixtures at a frac- 
tion of the cost. 


Easily and quickly installed in your own shelving. 





Made in an 
assortment of 
sizes to fit 
every hard- 
ware need. 


Write for 
new illus- 
trated price 
list. 


THE GREEN COMPANY 


Sales Office, Fisk Bldg., 250 W. 57th St., New York 
Factory—Bellows Falls, Vt. 
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Plan for Bigger Holiday Profits 


Last year many hardware dealers did a big business on 
Green Line Tool Cases—and got rid of many slow-mov- 
ing tools at a good profit. You can do it this year! 
Green Line Cases, and the new General Household Cases 
in particular, lend themselves to attractive Christmas 
display. 
Make up special kits, for several different prices. Sell 
Green Line Cases with the tools in them and make two 
profits instead of one. 
Our original new counter and window cards will help 
you to sell them. Check over your stock and order now. 
Don’t forget to request new counter cards with order. 
GREEN-CASE, Inc., Racine, Wis. 
New York Office and Warehouse, 89-91 Warren St. 
Tackle 


Tool The @QIRISEN Line Boxes 


Cases 
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It’s easy to interest 
neat, thrifty housewives in “Gem” Shields, 
as they protect walls and ceilings. Fit all 
size registers. Floor Shield re- 


tails at $1.50; Wall Shield at 75c. 


1140 BROADWAY. NEW YORK,NY 
BUY FROM YOUR JOBBER 


“GEM apsustasie 
SHIELDS 












Do You Know 
the No. 208 Torch 
Has No Equal? 


We cannot begin to tell you 
all its good points. Ask for 
circular that tells What 
Makes a Blow Torch Blow 
and you will then see why 
we ask you to try the No. 
208. We warrant it to please. 
Jobbers supply at factory 
price. 


CLAYTON & LAMBERT 
MFG. CO. 


6275 Beaubien St., Detroit, Mich. 





No. 208 Torch 
Ask for latest price 














Osborne High Grade Punches 





Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers 
8. 


Belt Punches 
Spring Punches 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and use the 
- finest quality of materials. 

We stand back of every tool we make. Try us. 
Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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honest salesman—I mean, dishonest in effort, will quick- 
ly eliminate himself when his figures are shown, but of 
course he has to quit because ‘the house is now starving 
to death on a diet of efficcency.’ 

“The things to do are to hire the right men, train 
them properly and then pay them according to their 
worth. Then let’s make them worth more to themselves 
each month by intelligent supervision. Supervision 
based upon actual knowledge takes selling out of the 
sphere of imagination into the realm of facts. Facts 
are the antidote for all alibis. With actual facts always 
at hand when talking to a salesman, he is a vastly 
different man. No man can deny facts, but, admitting 
them, he can be taught to improve himself.” 


* * ” 


Now for the results of this “Sales Manager,’ who 
did not know the line, who never talked prices, who 
never talked about quality of goods, who never had 
anything to say about how to approach a customer, 
but who simply analyzed the results of 25 salesmen, 
put these results on paper, just as you would keep a 
golf score, and then figured out, by comparison of the 
results of one salesman with another, the points where 
certain salesmen were weak and the points where other 
salesmen were strong, and, by talking to the salesmen, 
found out the causes of their strength and of their 
weakness: In two years’ work with this sales force, 
he doubled the,sales of the house with the same number 
of salesmen in exactly the same territory. Naturally, 
he also largely increased the compensation of the sales- 
men. This, to my mind, is one of the cleanest-cut 
records of achievement in handling salesmen that has 
come under my observation. 


7 * * 


All who play golf know that on every golf course, 
there is established a “‘par” score for every hole. This 
“par’”’ score is the number of strokes in which a good 
player should make the hole. This Sales Manager 
established a “par” score on a percentage basis for 
each salesman on these four points: 


(1) His orders should average a certain size in dollars 
and cents. 

(2) Out of a certain number of calls, he should make 
a certain number of sales. 

(3) Out of a general line of goods, he should sell a 
certain percentage of profitable lines. 

(4) The average of the above three achievements gave 
him his standing, either above or below “par,” 
for any month’s business. 


* * * 


Strange to say, the salesmen themselves became very 
much interested in their own records. They actually 
strove to sell longer orders, to sell more orders and to 
increase their sales of profitable goods. Naturally, the 
fact that they soon found that their monthly checks 
were increasing in size also stimulated their enthusiasm 
under this common sense, but rather unusual, form of 
sales managing. 
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Time 

io upon a day, Thomas A. Edison was ham- 

mering away at a telegraph-key. It was at the 
time when he was a telegraph operator at a cabin 
near a tank where the engines would come up rumbling 
and jerk to a stop, take on a few hundred gallons and 
puff their way out again. . . . It was a small job with 
salary to match. 

But he thought, in his odd moments. Between mes- 
sages he planned the first of the inventions which have 
brought him millions of dollars. 

He used the by-products of his job: spare moments 
of time. 

Time . . . how many volumes could be written 
around that little word! All things are produced and 
judged by time. You- will sometimes hear talk about 
“killing time,” but the men who kill time kill their 
own chances in life. 

"Way back in the seventeenth century, auctioneers 
used to hold “Time auctions.” Anything from a wagon 
to a “wench” was put on display, an inch of candle 
lighted and the sale was on. “Only a half-inch of time 
left, gentlemen!” As long as the candle flickered you 
could bid, but as soon as the candle went out the goods 
or the girl was knocked down. 

There was a time when it took fifteen yards of ma- 
terial to make a woman’s dress. Those were the days 
when they had nickel movies, five-cent sodas, three- 
dollar shoes, and fifty-cent dinners. . . . DINNERS— 
seven courses—It’s hard to think back that far, but in 
those days you could get a seat on the baldheaded row 
for $1.25, and no tax! You paid five dollars a week 
for board, and the butcher would hand you a chunk 
of liver for the dog—for nothing. Now, try and get it! 

How time changes! 

Once it took six weeks to get from England to 
America. Now it takes six days. . . . Shades of Jules 
Verne! Once it was the Pony Express. Now it’s the 
night flyer. While a woman powders her nose, or while 
a sluggard sighs, a plane, weighing tons, wings through 
two miles of space. 

Today, time is a vital factor. A few years ago we 
should have had to wait for our sport results or stock 
market news until the presses could grind it out. To- 
day, we pull the switch and station WXYZ describes 
the actual scene through miles and miles of nothing. 

What does it all mean? 

Will mental decay set in because things are too easy? 
Is time going to make it possible for us to earn our 
daily bread by simply knowing the right mechanical 
combination? 

The answer is NO! 

Some of our institutions have been shaken in this 
machine age, and our morals may have been slightly 
bent by the gain of playtime over worktime and the con- 
sequent struggle to digest knowledge mechanically. 

But time is the only thing we possess and the 
progress of the world depends upon the use of it, and 
its by-products, the odd moments. 

Edison used his odd moments, so did Franklin. In 
a hundred different ways he managed to make the odd 
moments useful and productive. 


—The Bulls Eye. 
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Made to Eliminate soaeng 


Pioneer Truck Casters 
are made to do just 
what factories want— 
eliminate breakage. 


They DO it. The “do” 
is the reason for their 
wonderful sale. 


Write for catalog; it pays 

to purchase PIONEER 

TRUCK CASTERS. 
Pioneer Caster & Mfc. Co. 
Elkhart Indiana 
New York Office, 86 Warren Street 


25 Years of Experience 

















The New 


GLOBE 
GLOW-BOY 


A PARLOR FURNACE 
THAT IS A FURNACE 


WRITE FOR COMPLETE INFORMATION 


THE GLOBE STOVE & RANGE CO. 
KOKOMO, INDIANA 








Two prpeemetdens In Every Garage 
Garage Door Bolt 


Specially designed for 
garages, factories, ware- 














eHolder 





Prevents accidents, broken headlights 
anc bent up tenders. Operates by 
hand or foor 
For prices and further information 
write today to 


Phenix Mfg. Co 























No. 50 Holder No $2 032 Center Street Milwaukee, Wis. 





























of [ADDERS 


MODERNIZE 
| See, RE ce vcoranze 
| =" Wan} To storage facilities for 

















provide adequate 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Deep tread steps, full length hand rubber tires, 
| ” overhead track system, firm construction throughout, 

| eliminate vibration and noise and produce a ladder 
| 





of ample strength for safety, convenience and r 
One style only—neat of design— at 
| Z attractively finished — any height — 2 E 7 
! A easily  ) 
1 requirements, Circular LA 
| on request. OHIO 


EE 
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New Line of Coleman 
Radiant Heaters 


The Coleman Radiant Heater is a. 


new product that has just been put on 
the market by the Coleman Lamp Co., 
Wichita, Kan. This heater is a port- 
able, complete heating plant without 
pipe or hose connections of any kind. 
Like all other Coleman products, it 
makes and burns its own gas from any 
good grade of clean gasoline. It gen- 
erates and is ready to light in four 
minutes, after which it starts heating 
up immediately. 

The Coleman Radiant Heater gives 
penetrating, fan-like zone of heat that 
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warms the lower part of the room first. 
This keeps the air in circulation and 
insures an even temperature, which is 
so essential to health and comfort dur- 
ing the cold days of winter. 

This new Coleman product has eight 
radiants made of a mixture of the best 
grades of fire clay. It has a vitreous 
enamel top, black baked enamel body, 
polished nickel trimmings, aluminum 
back and heat deflector. The steel 
dress guards are bolted to the body 
and keep papers, curtains or skirts 
away from the radiants. The gray cast 
iron burner is equipped with lava tips, 
which are rust resisting and non-corro- 
sive. The one-gallon fuel tank is made 
of heavy gage steel and equipped with 
hand-operated filler plug, fuel valve 
and air pressure gage. The tank is 
easily and quickly removed for filling. 

The Coleman Radiant Heaters are 
distributed through jobbers the same as 
other Coleman products, and are now 
ey for delivery for fall and winter 
trade. 





Wall Safes to Be Sold 


Through Hardware Stores 


The Murphy Door Bed Co., of Chi- 
cago, manufacturer of “In-a-dor” beds 
and steel kitchen cabinets, is now dis- 
tributing through hardware channels a 
small wall safe. 

This safe, made in only one size, 14 
x 10 x 8 inches, is constructed with 
double steel walls surrounding a thick 
wall of insulation, and is finished in 
black crystalline with burnished dials. 
It contains 462 cubic inches of space 
and weighs only 39 pounds. 

The safe may be fastened to the out- 
side of a wall or inset in the wall or 
in the floor. It is designed for use 
either in the home, office or store, and 
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is not only burglar proof but also fac- 


tory tested to withstand a heat of 2600 


degrees Fahrenheit. 


G-R Tool Rack for Garden 


Implements 


Especially designed for displaying 
garden tools and small implements, the 
Grand Rapids Wire Products Co., Front 
and First Streets, Grand Rapids, Mich., 
is marketing the G-R Tool Rack. A 
special feature of this new rack, ac- 
cording to the maker, is the fact that 
tools displayed in it are instantly avail- 
able always. 

The rack holds a generous assort- 
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ment of garden tools and implements. 
In order to facilitate moving from 
place to place, the rack is equipped 
with castors, thus eliminating the 
carrying of tools in and out of the 
store at morning and night. 

It can be moved out of doors in front 
of the store in the morning and can be 
wheeled back in again at night. 

The G-R Tool Rack is 46 in. in length, 
29 in. in width and 32 in. in height. It 
is furnished in enameled green and 
weighs 85 lb., crated, ready for ship- 
ment. 
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Berghman Improved Skate 
Grinding Machine 


A new skate grinding machine, espe- 
cially designed for grinding skates on 
the side of the grinding wheel, has been 


_ placed on the market by the Bergh- 
| _ Co., 5428 Fulton Street, Chicago, 
iT. 


| 














It consists of a 110-volt, %4-hp. motor 
with a two-year guarantee, built on a 
steel plate 17 in. wide, 24 in. long and 
\% in. thick. The wheel is 8 in. by % 


Dyate Grinding 


Machine 






in. and is of the recess or cup type. 
On the left of the motor is a cotton 
buff for polishing. 

The skate holder is made of malle- 
able iron, is adjustable and designed 
to hold tubular and other styles of 


skates. A block for raising the base 
of the skate holder, for grinding skates 
on the side of the wheel, is furnished 
with the outfit. This additional piece 
may be easily removed by simply loos- 
ening two thumb screws, and by this 
easy operation the holder is lowered 
and centered, making it possible to 
grind skates on the edge of the wheel. 

A socket wrench for use in tighten- 
ing the jaws of the holder is included. 
Alternating or direct current outfits of 
any voltage and cycle can be furnished. 
The shipping weight is approximately 
95 lb. The motor is entirely inclosed 
and is dust-proof, is furnished with 10 
ft. of cord and attachment plug, and 
operates at 1750 r.p.m., which gives 
the big wheel just the right periphery 
speed for clean, speedy work without 
burning. 





New Line of Millers 
Falls Levels 


The Millers Falls Co., manufacturer 
of tools, Millers Falls, Mass., has an- 
nounced the addition of a new and com- 
plete line of levels. In February of this 
year the Accurate Level Co., Detroit, 








was purchased by the Millers Falls Co., 
and the equipment was moved to Mil- 
lers Falls. 

The Accurate line of levels has been 
revised somewhat and the line now ap- 
pears under the Millers Falls name. It 
comprises ten styles of carpenters’ and 
masons’ levels in pine, mahogany and 
aluminum. 
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The Eagle Lock Sets 
Combine Appearance and Utility 
Perfectly - 


Li 





The Eagle Line Consists of Pin Tumbler 
Front Door Sets 
Vestibule Door Sets 
Store Door Sets 


Display these attractive sets and your sales for 
new and replacement work will prove their worth. 
All the wanted designs. 





Highest quality merchandise—and priced for 


vour profit. 
Lock Set 3571 Illustrated. 


Bronze front, bolts, knobs, 


Japanned Iron Case. 
Three embossed 


hubs, cylinder, strike and rings. 
gold plated nickel silver keys. 


The Eagle Quality Line 
Night Latches Front Door Sets 


Cabinet Locks Store Door Sets 


Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Co. 
General Sales Office 
RESO eo Ge OOP OPE 26 Warren St. New York BUS = uv & Ont Ove. 





Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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Porter’s Bolt Clippers are 
no longer the specialized 
tool of any craft or class of work- 

men. This is an age of time sav- 

ing—fast trains, fast cars, telephones, 
high speed machinery—everything the 
mind can conceive is concentrated upon 
one thing—time saving. Porter’s Bolt 
Clippers are time savers and they pay 
for themselves in saving just an hour 
or two of a moderately paid worker’s 
time—and then they pile up time sav- 
ing equal to many times their cost. 





You cannot classify the users of bolt 
clippers any more than you can classify 
the users of screw drivers, hack saws or 
pipe wrenches. 


The General Mechanic 
The Garage Man 
The Electrician 


The Railroad Worker, The Repair 
Crew, The Road Builder 


The Farmer, The Miner, The Lumber- 
man. 


Every man—the homeowner, the car 
owner, the man who works with tools 
| aS a pastime. 


| Porter’s Bolt Clippers, Wire Cut- 














ters, Nut Splitters and Chain Cut- 
ters are carried in stock by leading 
jobbers and supply houses. 


H. K. PORTER, INC. 


Everett, Mass. 





—_— 


——- - — 


DO YOU SELL 
BOLT CLIPPERS? 
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JUST OUT- 
A New ((®Product 





No. 444 


Ileo Automatic Keyhole Lock 


Recognized as the best keyhole lock on the 
market. It has an automatic feature that’s a 
winner. 

Merely slide into keyhole and common lock be- 
comes absolutely secure. Key used for unlocking 
only. 

Sturdily constructed and very serviceable. Ideal 
for home and hotel door locks. 

A very attractive four colored counter display 
box containing one dozen locks assists these profit 
makers to sell readily. 


Write for prices and further particulars. 


Protection 


In our ILCO No. 202 
Night Latch the Bolt 
and Inside Knob are dead-locked when key 





is turned once backwards. 






Jolt cannot be forced back or lock opened from 
inside by the knob. This Patented Feature makes 
many sales. Can also be used as ordinary night 


latch and doesn’t cost any more. 


A Good Selling Mortise Lock Set 


Our No. 250-B sells on sight. The 
Glass Knobs are beautifully de- 
signed, ground, polished and silver 
backed, giving a high lustre. Lock 
is strongly made. 

Everything built to last and mod- 
erately priced to insure quick sales. 


Send for New 
Catalog No. 7. 


@@ INDEPENDENT IOCKCO,@® 


FITCHBURG, MASS., U. S. A. 











BRANCHES 
183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, Il. New York City Detroit, Mich. 
17 North Fifth Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware 
Specialties. 
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S originators of the Tubular 
and Clinch rivets and with 

a record of more than fifty 
years of successful accomplish- 
ment behind us, we know that 
this product cannot be made 
better or priced fairer than 
we make them and price them. 


Coast Representative 
J.T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





<= 


TUBULAR RIVET & STUD 
COMPANY 





BOSTON 
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Wherever 











Oil is Sold 


Wherever oil is sold, there is a distinct 
need for Brookins Service Station 


Equipment. 


Hardware jobbers who 
recognize this fact and 
add Brookins Equipment 
to their line will find an 





existing market that makes _ Brookins 
their decision a highly Cne Can 


profitable one. 


Carries extra gas to 
stalled cars—won’'t 
spill. No _ funnel 
needed even for 
hard-to-get-at gas 


THE BROOKINS MEG. CO. {kt “Sexible metal 
342 Xenia Ave. Dayton, Ohio  fetnepiate. in to 












Brookins Portable Drain Tank 


The Brookins Portable Drain Tank is equipped 
with a folding handle and sled-like runners 
and can be easily shoved under any car or 
drawn from place to place. The screen cov- 
ered sloping top catches the oil from the 
erankcase without splashing a drop and con- 
ducts it into the tank underneath. Several 
ears can be drained before emptying. 


_—. 


Ramee 


and five gallon sizes. 






Brookins Oil Measure 


Made in copper finish in one, 
two, four and five quart sizes. 
Has a flexible metal hose 
that reaches any oil intake 
without a_ funnel. A handy 
thumb-valve controls the flow 
of oil. Standard at the best 
equipped service stations. 










































Steel Sheets that Resist Rust! 


The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


Sheets 


and Roofing Tin Plates 
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Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. We manufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
working, hardware, and builder’s supply fields. 


Black Sheets for all purposes 

Keystone Copper Steel Sheets 

Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 

Formed Roofing and Siding Products 
Stove and Range Sheets 

Tin and Terne Plates, Black Plate, Etc. 


Our Sheet and Tin Mill Products represent the highest standards of quality and 
utiliry. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
District SALES OFFICES 


Chicago Cincinnati Denver Detroit New Orleans New York 
Philadelphia Pittsburgh St. Louis 


Pacific Coast Representatives: UNITED STATES STEEL Propucts Co.,San Francisco 
Los Angeles Portland Seattle 


Export Representatives: UNITED States STEEL Propucts Co., New York City 














ED 
a 
i TT 
i 





92 HARDWARE AGE 





October 14, 1926 





You Can Be 
Socket Wrench 
Headquarters! 

Walden-Worcester 
Hardware Dealer’s 


Cabinet No. 1100 
Net $54 





ANY an extra dollar of profit can be made 

simply by placing this handsome cabinet on 

your counter. With an investment of only $54 
you can fill the requirements of all car owners and 
mechanics as to sizes of sockets, handles and special 
attachments. 

This Special Socket Wrench Assortment contains 
75 sockets, hex and square, of CHROME NICKEL 
STEEL. Also 38 Offsets, Tees, Speeders, Ratchets, 
Connectors, Universal Joints, Extensions, etc. for 
making all popular combinations. All parts inter- 
changeable. 

No. 1100—Assortment of 113 parts. Net Dealer Price, 
including All-Steel Cabinet, $54. 


From your Jobber. Write us for Catalog 500. 


Stevens-Walden-Worcester, Inc. 


Ufrs. of Stevens “Speed-Up” Tools and 
Walden-Worcester Wrenches. 


WORCESTER, MASS. 





















Where 


Quiet Is Essential 
In Hospitals, Churches, Schools and 


Homes noisy hinges and balky doors are 
always a detriment. That is why so many of 
these places are equipped with 








SPRING HINGES 


The “relax” type shown is 
a Spring Pivot Hinge that 
operates noiselessly and fault- 
P Relax lessly on BALL BEARINGS. 

pring Pivot Hinge 

Type 6001 It has a SPRING-ACTION 

RELEASE which permits the 

door to be placed open at any position desired, 
without the use of a door holder. 


Send for Catalogue H-42 





Chicago Spring Hinge Company. 


CHICAGO NEW YORK 


~( CHICAGO) ~ 

















View of the spacious salesroom of Chas. W. Walmer 
Hardware ee np Pa., which has increased 


sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 20 Vays New York City 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 
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Alligator Steel Belt 
Lacing and joined with 
Alligator Sectional Steel 
Rocker Hinge Pins are the 
best protected and most 
eficiently joined on earth. 
They are exempt from most 
belting troubles. And the 
correct size of Alligator 
Steel Belt Lacing will give 





belt used on the farm, on 
modern shop, mill or mine 
equipment. 





Recommend Alliga- 
tor Steel Belt Lacing and 
give your customer the sat- 
isfaction with both his belt- 
ing and lacing that will 
make him a booster for you. 
See your jobber’s catalog. 


Flexible Steel Lacing Co. 
4616 Lexington Street, 
Chicago, Illinois 
In England, 
at 135 Finsbury 
Pavement, 
London, E. C. 2 


JUST A , 
HAMMER TO 
APPLY iT 
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will be.’’ 


This may be so. 
are mighty hard to beat. 
buildings from Hell Gate, 
Golden Gate, California, 


Among Architects 


there is an unwritten law that ‘the finest know that the sweetness of low price 
building has never been built, 


But there are some that 


2 ee ee Street. In it we have combined fine qual- 


you will find A-P ity and fair price, so that true economy is 


Door Hangers—put there 


No architect's 


contractor's, 


or builder’s door hardware and installation views. 
library is complete without Allith-Prouty Write for it on your business stationery. 
Catalog No. 95, 
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and never never equals the bitterness of poor quality. 


A-P hardware is good enough for River- 
side Drive and cheap enough for Main 


men who possible on first cost and in future use. 


500 Illustrations 











Keep it handy. Then specify the A-P 


an authoritative 128-page ine on every building from the warehouse 
book with 500 illustrations of all kinds of to the woodshed. 


ALLITH-PROUTY COMPANY 


DANVILLE 


“SEVENTEEN” 








ILLINOIS No. 17—Double Adjust- 
able A-P Hanger. Ap- 
proximate capacity 1 





Manufacturers of 
Garage Door 
Hardware 


Fire Door 
Hardware 


Rolling Ladders 
Spring Hinges 
Overhead Carriers 
Door Hangers 





ton. For doors 1% to 
23%4 In. thick. 

No. 3—Rigid A-P Hang- 
er. Approximate ca- 
pacity |! ton. For 
doors .1% to 2% in. 
thick. 

No. 4—Flush A-P Hang- 
er. Approximate ca- 
pacity '! ton. For 
doors 1% to 2% in. 
thick 

No. 6—Adjustable A-P 
Hanger. Approximate 
capacity '% ton. For 
doors 1% to 2% in. 












































Here’s something of importance to every dealer who sells or who is con- i 


templating selling water systems. It has an important bearing on business 
volume and the corresponding profits it produces. , 


Myers Water Systems give to those who distribute them unlimited possibilities 
for installations. Not merely one or two styles for restricted operations but a 
complete line for every service up te ten thousand gallons per hour. Shallow or 
deep well types developed and produced by pump experts to give the utmost in 
satisfactory service, are at the dealer’s command to draw from for, special or 
regular installations. 


Homes, summer cottages, farms, country estates—hotels, parks, summer resorts, 
suburban allotments, golf courses—colleges, schools, hospitals and sanitariums— 
creameries and dairies—mills, mines and factories—garages and service stations 
—in fact, wherever dependable water service at a reasonable price is desired, 
there is a Myers Water System for the purpose. 


Then too, Myers Water Syvstems are known the country over for reliable long 
time, economical service. This counts much when a prospective purchaser is 
looking around. 

You can share in the success of Myers Water Systems by writing us today for 
complete information and catalog. We are looking for live dealers who want to 
make more money. One of our representatives will see you if you so desire—or 
we will send details direct. Get in touch with us today. 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 

















94 HARDWARE AGE 


{Pangea 


Ohe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 


RIFFIN 


~<Manufacturing Co 
PENNSYLVANIA 


ranch Offices. 
45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFOAD ST BOSTON 
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PERFECTION at last 


in HOSE NOZZLES 


GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 
and material. 
H. B. Sherman Mfg. Co. 
Battle Creek, 
Mich. 











Th SHERMAN 


“ DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 

man “Diamond” in display 

cartons, for counter. 

H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 























Tires and Accessories 
Belong in the 


HARDWARE STORE 


Manufacturers who want real distribu- 
tion will do well to cultivate the market 
available in the hardware field. 


Hardware merchants know merchandis- 
ing. They can sell accessories, thousands 
are already doing a good business in this 
line. 


Tell them your story in Hardware Age. 
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Manufacturers of Alchohol and Gasoline Blotorches Exclusively 

















Prin 





Gasoline Blotorch 








WN 1 ‘oan 






A LENK PRODUCT! Sturdy torch with pol- 
ished brass heavy gauge tank; powerful burner and 
special needle valve construction. No clogging! 
Leak proof bottom. Pump in body. Full size cool 
wire handle on both pint and quart sizes. A real 
high quality torch at economy price insuring ample 
profit and complete satisfaction. 

















Write for latest price list No. 106. Attractive 
two-color catalog pages and inserts on request. 


UNSINTINING 















































NO.35 QUART SIZE 


Fully Guaranteed The Lenk Mfg. Co. Boston, Mass., US.A. 








Perfeer 
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The “Home Town” Customer 


The Smiths, Browns, Joneses— about every 


—— a 

family in your town knows him. | 
A word from him means a whole lot, especially WUDLOWSAYIOK | 
when that word is “Perfect” and the product is ; WIRE CO | 


Screen Wire Cloth. 


Because every home his family visits and every 
family that visits his home usually bring up the 
subject of screens. 


Ako Lité 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 


PTL UL LULL ULL 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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In a Close Corner or 
on Ordinary Work— 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 
eral purpose tool. 

It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
design, carefully hardened and tempered. Write for 


prices. 
BEMIS & CALL CO. 








THE STANDARD 
“S” WRENCH 








L Springfield, Mass., U. S. A. 

















KNOWN QUALITY 


Means easy sales and satisfied customers 


SHARK BRAND CHISELS 


Trade -y ~RH DD Mark 





Butt Beveled Edge 
Regular Beveled Edge 
Socket Chisels 


have been known to the trade for 
generations. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 


SHARK BRAND CHISELS are 
sturdy and well made and crafts- 
men and lovers of good tools ap- 
preciate their quality. 





Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


Order from your jobber today, or write. 
We carry a full line of Swedish Made Tools and Hardware. 


SCANDINAVIAN 


WESTERN IMPORTING COMPANY 
116 Broad St., N. Y. 


509 E. Hennepin Ave. Coristine Bldg. 
Minneapolis, Minn. Montreal, Can. 














Sell Them 
by the set 











Sets of 9, 11, 17 bite are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t bard. oom matieste geet, Se te a 








~~ iteelf to a question of selling him or seventeen times. Bring 
the val oF oe tes oan tm beanie the Bs a ae ae ee 
= Salen ton a Try it. 


atten aia te exo Che enly Otte Gist aoe ant Gens 2 Cee & 0 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; by A. > 2 every part of the work is smooth and 
polished. They bore their way through b knotty, cross wood, 
leaving a smooth hole and clean, polished surface, 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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When you buy 
Standard Hard- 
ware Cloth you 
are entitled to 
standard size 





wire. 





G. F. Wright Steel & Wire Co. 


Worcester, Mass. 








Anchor ai Brand 
CLOTHES WRINGERS 


SHOW 
"EM 
SELL 
"EM 
NOW! 


LOVELL MFG. CO. 


ERIE, PA. 














LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 

aph cartons of | Ib. 4 lb. and 4 lb. and in 

t Papers. We would also like to quote you on 
Mixed wn Grass. Please give us the oppor- 
tunity. 


1926 CROP 


Before buying for delivery after 1926 crop, send us e 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our !42nd year in the 
Seed Business. Had we not 
grown g¢ 8 8, given 
good attention to business, 
good service and fair prices, 
we would not have existed 
so long. 


Businese Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa." 
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DO YOU MAKE MONEY? ? 
GRAFFCO DEAEERS DO! 


This Attractive Display Case—containing one gross 
GRAFFCO PICTURE HANGERS and PUSHPINS, 
assorted as desired— 
CONTENTS RETAIL FOR......... #14.40 
EG Wein o-oo bude eane dee e oaeekenns 9.00 


Actual samples of all sizes—Picture Hangers and 
Pushpins are attached to the front of this hand- 
some Display Case—it attracts attention— it sells 
the goods—it’s FREE. 


GRAFFCO PICTURE HANGER—Three sizes holding up to 100 
pounds. ‘The nail can't fall out.’’ 

GRAFFCO GLASS PUSHPIN—Tool tempered steel point-—set 
in a crystal glass head. A handsome article of a thousand uses. 


Our new complete catalog mailed upon request. 


OTHER GRAFFCO PRODUCTS—Vise Signals, Viz Signals, Vise 
Paper Clips, Index Tabs, Map Tacks, Thumb Tacks, Pencil 
Sharpeners. 


GRAFF-UNDERWOOD CO. 
20 Beacon Street Somerville, Boston 42, Mass. 
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WANTED REPRESENTATIVES 
TO 


























TH STEWART IRON WORKS CO. 


CINCINNATI. OHIO 


| 
SHE) 


Better MachineScrews 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 














225 Stewart BLOCK 
Plain or enameled in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition 
Good profit. 

Name and design trade marks registered UU. S Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax COMPOUND Co. 
Fort Wayne, Ind. 








Carpenters’ Chalk 


STANDARD CRAYON CO. 


Danvers, Mass. 














ns nr 
{mts =: 


Catalog 





STERLING 
WHEELBARROW CO. 


MILWAUKEE 
WISCONSIN 











DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. S. A. 






© 











HACK “J NOX” SAWS 
succor” CAD csmncrn 


“The Tools in Lhe Grail Bow” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS = SCREW ORIVERS - GLASS CUTTERS 


INVISIBLE HINGES 
Savtee | for™ ww every (bet makers of f Reusogpaers, oy: 
sige ge inal aod tone (pages 1678-9) 

__ Sees Manufacturing Co., Inc. 


t., 
_,. . BROOKLYN, N. YY 





Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 











J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 

















Makers of Every Kind 


Feeaabitaniese 


of Screw, Nut and Bolt 
The Corbin Screw Corporation 
The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohic i 








STONE WORKING 
TOOLS AND SUPPLIES 


TROW & HOLDEN CO., Barre, Vt. 


New catalog, No. 7, now ready 





DE MARK Catalog on request 


BROWN @ SHARPE 
suelo) 
Miade Best 
omplete Satisfaction 


Secnan & SHARPE MFG. CO. Pri 











Want a Good Hardware Salesman? 

The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 


It’s the place where good hardware salesmen look 
first for real opportunities. 
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Tank is made of heavy gauge 
seamless steel with welded bottom 
and brazed fittings. Tinned to 
prevent rust. 


The generator is easily removable 
for cleaning without taking apart 
the fire pot. Send for Catalog 
H. 


Detroit Torch & Mfg. Co. 
Detroit, Mich. 


New York Office: 45 Warren St.; Canadian 
Rep., George P. Fraser, 39 Tyndale, oa Bas 
Kettmann & Ten Eyck Sales Co, 3 6 8. San 
Pedro St., Los Angeles, Ca : 
Oscar Anderson, 627 Ww. W achingten Bivd., 
Chicago, LL 
Louis Williams & Co., Nashville, Tenn. 





“Detroit No. 50” i SRE 
A Big Seller to Plumbers 4 1) (2) (3) 4) &) and Storm Door 



































Numbered 


Brass 


Thumbtacks 


Numbered in sets 1 to 25 
26 to 50 - 51 to 75 - 76 to 100 


25c per set - $10.00 per 1000 
Send for illustrated folder, 


Price List and discounts. 


Moore Push-Pin Co. 
( Wayne Junction) , Philadelphia, Pa. 


FREE: U. S. Silk Flag ona 
ss staff, a requested with 
rice 


OVOOO 


Numbered See Tacks 
ft oe Ore qty hE ee. 













DOB OS 
®  & © & | 
g ee 2S @ @5) | 




















Mounted on board; enclosed 


in transparent envelopes. 











American Steel & Wire 


Chicago, New York, Boston 
Denver, Birminghem, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


Am. Glidden, —_ ee 
Eliwood Junior 
TACKS, Hot Gav's ‘Nails. 
American, Royal, Anthony, 
Prairie, Banner. Steel Gates. 








every purpose. 
Quick Delivery. Write us for selling plans. 








MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as wel) 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for ail kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 




















DIAMON D“E” 











All-Metal Frame 
CLOTH WINDOW VENTILATOR 
This is the ventilator guaranteed not to 
corrode, break, split, fall apart, 
stick or bind. Made in eight 
popular sizes. Retail 
at 60c to $1.10. 











BUY 
FROM 
YOUR JOBBER 













ALLEN Safety Set Screws 


30% Extra Strength over — hollow screws 
—the only other kind made. By a — 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALL N is 
utilized either for solid metal at the point, or ou of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tizeSH5i20%o8t 














rere) © for Mite tull Nahe 


Russell Jennings: 


} 
tamped OT) the rou; Of ou; 


Auger Bits 


ty vist auger bit 


-e|| qi nnings in 


Russell Jennings Mfg. Co. 
Chester, Conn. 





400 N. Monticello Ave., Chicago, Ill. 











ae 


HARDWARE AGE 


Classified Opportunities 





October 14, 1926 








! Use the “Classified Opportunities Section” to reach Hardware Manufacturers, ~t 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. ! 











Classified Advertising Rates BOXED DISPLAY RATES . Positions Wanted Advertisements . 
Opportunity Exchange Section : Ge acscccccscvesbocososus TT. 50% off the above rates 
Set Sol 0 Each additional | mare verre T ree 4.00 Address your advertisements and replies to 
id, Minimum of 5 lines... .$3.0 Hardware Age, Classified Opper- ) 
Each additional line........... -60 | Discounts for Classified Advertising | tunities, 239 West 39th St., New 
"ieaiiaaee ie Skt Gee 10% off; 8 insertions, 15% ot a — ny | 
ch additional one Dencescs ‘ sertions, off; nse 8, 
Average !0 words to a line off | nest ‘lose. Ten Daye yh date of 
Allow One Line for Keyed Address Remittance Must Accompany Order cuties } 




















BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








) M. M. GODSCHALK 
Merchandising Engineer 
Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York 
f Telephone Caledonia 1374 














TO MANUFACTURERS—MANUFACTURING POPULAR LINE OF 
BATHROOM ACCESSORIES NATIONALLY KNOWN TO HARD. 
WARE AND HOUSEFURNISHING TRADE, BUT NOT EXTEN. 
SIVE ENOUGH TO EMPLOY SALESMEN EXCLUSIVELY, WE 
DESIRE ASSOCIATION WITH MANUFACTURERS IN SIMILAR 
POSITION TO COMBINE SALES FORCES FOR MUTUAL BENE. 
FIT. ADDRESS BOX NO. 72, EAST STROUDSBURG, PA. 


AN ESTABLISHED WHOLESALE mine and mill supply house located 
in a Southern State would entertain from an experienced hardware man 
capable of buying and taking charge of sales to add a line of hardware 
on a profit sharing basis. Must be in position to invest $20,000 to 
$25,000. For full particulars or interview write, giving age, experience 
and references. Box H-253, care of Harpware Acre, New York. 


FOR SALE—ESTABLISHED HARDWARE BUSINESS in Northern 
Wisconsin. This business has paid dividends each year during the past 
five years. Stock and fixtures $33,000. Average business $100,000. Here 
is an opportunity for the right man. Owners of business moving West. 
Address Box H-264, care of Harpware Acre, New York. 











WILL BUY OR MANAGE worthwhile hardware store or agency in the 
New York Metropolitan District. Have recently sold my interest in a 
large store after 35 years of active and successful participation as execu- 
tive partner. Can finance $100,000 proposition. State your proposition. 
Address Box H-230, care of Harpware Acre, New York. 





FOR SALE—Hardware stock in Northern Illinois, town of 20.000. 
Stock invoices about $15,000. Will sell or lease building. Good opportu- 
nity for the right party. The death of one of the firm the cause for 
—* Address THE QUALITY HARDWARE COMPANY, Free- 

Hin 


port, ois. 


FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
on the lower west coast of Florida. Address CARL HOLMER, Box 256, 


Miami, Fla. 


FOR SALE—tLive hardware business in one of the best towns in 
South West Virginia. Stock will invoice about eight thousand dollars 
($8,000.00): rents reasonable. Address Rox 498. Norton, Virginia. 


HELP WANTED 


HARDWARE SALESMAN, PREFERABLY SWEDTSH. well familiar 
with the Middle Western hardware trade and if possible with knowledge 
of Swedish hardware, can obtain good sales position with old concern 
of highest reputation. Answer giving full information about experience, 
age, references, etc. Address “BAJS,” care of Harpware Ace, New 


York. 

















WANTED—EXECUTIVE MANAGER. Retail and wholesale hard- 
ware: 30 to 45 years of age. with experience, and ability to manage. Old 
established firm. Must be able to invest in stock of corporation. Location 
Tilinois. State experience, age, reference and salary expected. Address 
Box H-249, care of Harpware Ace, New York. 





SALFSMAN WANTED—Ry well known sales organization. to cover 
New York State and part of Pennsylvania. Must have experience in 
selling wholesale trade and have working knowledge of hardware and 
tools. State age. experience and compensation desired. Address Box 
H.257. care of Harrnware Ace, New York. 


POSITIONS WANTED 


THOROUGH HARDWARE MAN with twelve wears’ exnerience in 
retail stores, also road experience with one of the national jobbers. wart« 
connection with a live retail hardware store: A-1 references: married, 
age 34. Address Box H-259. care of Harpware Ace, New York. 











HARDWARE MAN—WHO WANTS HIM? BUYER, SALES 
MANAGER OR MANAGER. YEARS’ PRACTICAL EXPERIENCE— 
NOT THEORY. WHOLESALE, RETAIL HARDWARE, LL, 
BUILDERS, MARINE, OIL WELL SUPPLIES, BUYING, SALES 
MANAGING, CATALOGUE PRICING, CLASSIFYING ARRANGE- 
MENT. A CAPABLE ORGANIZER. CAN PUT YOUR HOUSE IN 
ORDER. OLD AND YOUNG ENOUGH TO FILL BILL. EM- 
PLOYED. DESIRE CHANGF, ADDRESS BOX 267" CARE OF 
HARDWARE AGE, NEW YORK. 





HARDWARE MAN, 40 YEARS OLD, with 20 years of experience in 
all branches of retailing and jobbing, also buyer and manager for the 
past 10 years, wants to connect with a reputable and progressive concern 
in order to become more successful. Best of references but results are 
what count. Address Box H-245, care of Harpware Ace, New York. 





BUILDERS’ HARDWARE MAN, age 38 years, at present engaged 
in contract sales work with large manufacturer seeks connection with 
progressive retail firm to manage buying and selling of builders’ hard- 
ware. Competent to help you get results. Address Box H-270, care of 
Harpware Ace, New York. 





A REAL HARDWARE MAN—twenty vears in the trade; buyer, man- 
ager, salesman; I know every branch and detail of the business. Now em- 
ployed. Can furnish Al references as to honesty, ability, etc. Address 
Box H-258, care of Harpware Acre, New York. 





SALES ACCOUNTS WANTED 








aot} 


' Mr. MANUFACTURER 


New York Office, managed by practical men, desires line of 
hardware, tools, mill supplies or specialties for New York 
and vicinity. Address Box H-268, care of HARDWARE AGE, 


| New York. 


SALES ACCOUNTS WANTED. An experienced and successful hard- 
ware salesman, who was salesman for sixteen years for cne of the largest 
oe in the United States, traveling South Texas, would like a few 

igh grade lines on commission basis for that territory. Details of sales 
experience gladly furnished. F. L. WILKINS, 1205 Hillside Ave., 
Austin, Texas. 


orate 

















WE HAVE SEVERAL GOOD TERRITORIES open for salesmen who 
call on the hardware trade to carry a popular-priced line of Plumber’s 
brass and rubber goods on a commission basis. State line you now carry, 
ane ereoery you cover. Address Box H-265, care of HArpware AGE, 

ew York. 


SALESMAN WHO LIVES IN DETROIT to carry a popular-priced 
line of plumbing specialties for an Eastern House to cover the State of 
Michigan and the Middle West. Salary, commission and expense. When 
writing give full details of the line you were handling, and territory you 
have covered. Address Box H-266, care of Harpware Ace, New York. 


AN AGGRESSIVE AND WELL ORGANIZED firm wants another 
line for the New York and New Jersey territory on a commission basis. 
A specialty, or product sold to the building trade is preferred, though we 
will consider anything having sales possibilities. Send full particulars to 
Box H-251, care of Harpware Ace, New York. 











MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland, District of Columbia and Virginia 
can handle another good line to wholesale and large hardware and mill 
supply trade. Good following. Address Box H-271, care of Harpware 
Act, New York. 


MANUFACTURERS’ AGENT COVERING Wisconsin, Minnesota, 
Iowa and Indiana, calling on the wholesale and large hardware trade, 
will be glad to consider any good line or hardware items. NATIONAL 
SALES CO., 361 South Sheridan Road, Kenosha, Wis. 


NEW YORK REPRESENTATIVES desire line of shelf hardware, 
hardware specialties or electrical goods for Metropolitan territory. Ad- 
dress Box H-269. care of Harpware Acer, New York. 
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SALES REPRESENTATIVES WANTED 





SALESMEN CALLING ON HARDWARE TRADE to handle Manila | 
and Sisal Rope and Twines direct from importing manufacturer’s stock in | 


New York. Satisfactory commission paid promptly on accepted orders. 
Only desire men who have standing with their trade. Write, giving 
references, territory covered, and how often. Address Box H-250, care 
of HArpWARE AGE, New York. 





SALESMEN—MANUFACTURERS’ REPRESENTATIVES or Com- 
mission Men to sell established line of trellises, arches, pergolas, to hard- 
ware, furniture and department store trade. Liberal commission. Good 
territory open. Season now starting. Write at once giving full particu- 
lars in first letter. WOOD SPECIALTY CORPORATION, GREEN- 
FIELD, INDIANA. 


SALES REPRESENTATIVES WANTED 


MANUFACTURER of the Roberts Multiple Sprinkler wants sales rep- 
resentatives calling on jobbers, large hardware and housefurnishing stores. 
State lines handled, basis of compensation, territory covered. Give com- 
plete references. Address ROBERTS BRASS =e G. CQO., Detroit, Mich. 








WANTED—Salesman calling regularly on mill and machinery supply 
dealers and jobbers to sell high grade line of grinding wheels as side line. 
Attractive proposition; fast turnover. Samples weigh one pound. GOOD- 
RICH GRINDING WHEEL CO., 1500 West Madison St., Chicago. 








SALESMAN WANTED—To seil high grade line of mechanics’ tool 
chests to hardware trade on commission basis. Some choice territory open. 
No objection to non-conflicting lines. The A. FISS COMPANY, 3939 
Olive St., St. Louis, Mo. 








Seema in Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 











58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS (Sams 


need no introduction. 
They sell on their cutting 


Gtalof ‘Ss 
quality. 


@ta fe) 


American Shearer Mfg. Company 
Nashua, N. H. 





= 








MacCoy Sales Co., Inc. 


Manufacturers’ Agent 
Exporters and Importers 
14 Warren Street, N. Y. City 














ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 





AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 











DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 


17 State Street 








HENRY W. PEABODY & CO. 
New York City 

















0. Lindemann & Co. 
Manufacturers of 
BIRD ensv® (She 
CAGES Established 1863 


35-37 Wooster Street, New York 






American Can Company 


CHICAGO 


NEW YORK SAN FRANCISCO 







Cans for all Lithographed 
metal displays 
— and signs 











Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 


Write for Prices 
Spargo Wire Co., Rome, N. Y. 





Bronze 
and Copper 


THERE IS ONLY ONE 
Folding 


‘GoLD MEDAL Semi. 














FOR 33 YEARS THE RECOGNIZED STANDARD 


COLO MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS 


ORDER EARLY. 





IRVING HARDWARE CO., INC. 


Tools and Specialties 
12 Warren Street, New York City 


Same personnel as former Jos. F. McCoy Co. 








Get an “‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and sa profit 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Me. 
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INDEX TO ADVERTISERS 


THE ADVERTISERS INDEX Its published as a convenience and not as 8 part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to 





Abbey & Imbrie 

A-C Electrical Mfg. Co 

Allen Mfg. Co. 

Allith-Prouty Co. 

American Can Co. 

American Chain Co. 

American Gas Machine Co 
American Radiator Co. 
American Saw & Mfg. 
American Screw Co. 

American Shearer Mfg. 
American Sheet & Tin Plate Co 
American Steel & Wire Co 
American Wire Fabrics Corp............ 
Anti-Borax Compound Co. 
Armstrong Bros. Tool Co. 
Atkins & Co., 


Beh & Co., Inc. 

es, Bi GE Ge cccceccocestcscceussees 
Bissell Carpet Sweeper Co. .............. 
Boss Washing Machine Co 

Boston Woven Hose & Rubber Co 
Brookins Mfg. Ce. 

Brown & Sharpe Mfz. 


Caldwell Mfg. Co. 

Chicago Spring Hinge Co 

Chicago Steel Foundry Co 

Clayton & Lambert Mfg. Co 

Coes Wrench Co. 

Censolidated Electric Lamp Co 
Continental Wood Screw Co. 

Corbin Screw Corp. 

Sees TD Ge. ko ccc cccccccnccecenecess 


Dazey Churn & Mfg. 

Detroit Torch & Mfg. 

Diener Mfg. = 

Disston & Sons, Inc., Henry 
DuPont de Nemours & Co., E. I 


Eagle Lock Co. 
Elliott-Fisher Co. 
Empire Level Mfg. Co 
Energy Elevator Co. 


F. & N. Lawn Mower Co., The 
Flexible Steel Lacing Co. 
Flexlume Corp. 


Gendron Wheel Co. ...........cecceeeess 21 
General Fireproofing Bidg. Products..... 
Globe Stove & Range Co. 

Gold Medal Camp Furniture Co 


i O,. .. Lc cecunteduestens 
Green-Case, Inc. 

Green Co., Ine., 

Grifin Mfg. Co. 

Griswold Mfg. Co. 


Hanover Wire Cloth Co. 
Hart Co., John M. 
Heller & Co., W. C 
Hill Brass Co., N. N 
Hoeft & Co. 

Hohner, Inc., M. 

Hoppe, Inc., Frank A 
Horton Mfg. Co 
Hubbell, Inc., Harvey 


Independent Lock Co. 


J 


Jennings Mfg. Co., Russell 
Johnson Arms & Cycle Wks., Iver 
Junior Wheel Goods Cerp. ............... 


Klein & Sons, M. 
Kokomo Stamped Metal Co 


L 


Landreth Seed Co., D 
Lenk Mfg. Co. 
Lindemann & Co., O 
Lionel Corp. 

Lovell Mfg. Co. 
Ludlow-Saylor Wire Co. 


MacCoy Sales Co., Inc. 

McKinney Mfg. Co. 

Maydole Hammer Co., David 

Mengel Co., The 

PE GS woweeeercccedeesesonconse 
Te cccncuceeed dgueseees eee 
Moore Push Pin Co 

Murphy Door Bed Co. 

Myers & Brother Co., F. E 


National Carbon Co. 
National Mfg. Co. 








Pp 


Peabody & Co., H. W 

Peck, Stow & Wilcox Co 

Perfection Stove Co., 
EE ee 
Pioneer Caster & Mfg. Co 

Pees Ge Gey cc cc ccccocccccesss 
Porter, Inc., H. 

Progressive Mfg. Co. 


Reed & Prince Mfg. Co 

Richards-Wilcox Mfg. Co. 
GE. 6c cds cue bdvescewweesce 
Robertson, Arthur R. 

Rock Island Stove Co 


Samson Cordage Works 

ANS ‘vittnd 6 iweoeenteesodeeees 
Sexton Can Co. 

Sherman Mfg. Co., H. B 

ee TS, oc ctvchensoocescese 103 
Soss Mfg. Co. 

Spargo Wire Co. 

Standard Crayon Mfg. Co. .............. 
Stanley Works 

Sterling Wheelbarrow Co. .............. 1, 98 
Stevens Walden-Worcester, Inc. ..... cove. 8 
Stewart Iron Works Co 

Stratton Mfg. Co. 


Taylor Co., Inc., Frank F 
Thomson Mfg. Co., Judson L 
Timken Roller Bearing Co 
Trow & Holden Co. 


U 


Universal Display Rack Co. ............. 25 


Verified List 


Western Cartridge Co. 

Western Importing Co. 

White Co., H. C. beeen an cocdecesesess 
Whitney Co., Vincent 

Wickwire Bros. 

Wickwire Spencer Steel Co. ............. 
Wel. Et Do ‘2 todedeees 

Wolverine Supply & Mfg. Co....... eset 
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‘S_—_and nearly all 


mechanics use them’’ 


When a Snap-On dealer tells his customer this he 
clinches the argument in favor of these fine wrenches. 


Other wrench users—especially car owners and far- 
mers—take a lot of stock in what the garage mechan- 
ics say. You can capitalize upon the wide prefer- 
ence of Snap-On Wrenches among garage men in 
selling these tools to your many car owner neighbors. 


The Snap-On Cabinet gives you a complete wrench 
department in a few inches of space. With the 
“What Car Do You Drive” book you have all the 
information necessary to render an expert wrench 
service to this great group of wrench users. 


The investment is surprisingly small—the profit mar- 


gin is liberal. Details will interest you. 


Snap-on 


INTERCHANGEABLE 


Socket Wrenches 


Look for the name Snap-On on each handle and 
socket. It is not a genuine Snap-On without the name. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 
Sole Distributors—14 E. Jackson Blvd., Chicago, IIl. 





Distributing Branches in 17 Principal Jobbing Centers 





HARDWARE AGE October 14, 1926 
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FOUR BEAUTIFUL TWENTY-FIVE 


DESIGNS YEAR 


FOR REPLACEMENT 


CHOICE GUARANTEE 
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POWVIVIVIV IVY VV VV VV LVL VV VY: 


Proclaimed by dealer and consumer alike a great 
success, this new design will revitalize your silver- 
ware department. A design, charming to women and 
priced to please every pocketbook, it brings the fem- 
inine trade to your store and builds up holiday trade. 


Order from Your Wholesaler — NOW! 
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